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JUN 14 1937 


Policy Number 845692 —And the Story Back of It 


Sixtieth birthday celebration of a man with a guaranteed retirement income. 


This is the picture that started Fred Sargent on a life 


insurance program. 
* * * 


He had really never given the subject much thought 
before. Of course, he knew men got old and quit work 
—he had read somewhere that out of 100 men at age 
25 only 6 or 7 or 8 or some small number were self- 
supporting when they reached 60. But 60 was a long 
way off—and anyhow he intended being one of the few 
who were self-supporting—so what! 

But the old scoundrel in the picture was having so 
much fun giving the alarm clock the razzberry that Fred 
just couldn’t help putting himself in the picture. It 
would be nice at that, to wake up in the morning and 
not have to go to work unless he wanted to. 

The picture appeared in THE ESTATE-O-GRAPH, 
a pictorial publication, sent him by an energetic life 
underwriter. And when the underwriter called later, 
he was interested. The agent suggested a plan—why 
not—everything to gain—nothing to lose—okay. And 
so, policy number 843692 came into existence. 

THE ESTATE-O-GRAPH is a monthly picture pub- 
lication for you to send to your prospects. Each issue 
contains eight pages of motivating pictures, like the 


one illustrated above. This particular picture appeared 


in much larger size—71/,, x 9 inches—in THE ESTATE- 
O-GRAPH, and hence was much more effective. 


THE ESTATE-O-GRAPH is printed in rotogravure. 
It carries the underwriter’s individual imprint on both 
front and back pages. Each issue visualizes some bene- 
fit of life insurance with vivid, human interest pictures. 


A PRESTIGE BUILDER 


THE ESTATE-O-GRAPH builds prestige for the 
agent whose name it carries. In the eyes of the prospect 
it lifts this underwriter out of the class of the ordinary 
life agent. THE ESTATE-O-GRAPH is so unusual, so 
interesting, so impressive, that certainly the agent it 
represents must likewise be out of the ordinary—an 
underwriter who knows his policies—who is a profes- 
sional in his line and not just a commission-grabber. 
And prestige means so much in this business! 


Would you like to see how this picture looked in 
THE ESTATE-O-GRAPH~—how a complete issue 
looks? Write for a sample copy; better yet, send 25c 
for 12 sample copies, with complete information re- 
garding the service. You can show these sample copies 
to prospects and see the effect of the picture appeal. 
Address THE NATIONAL UNDERWRITER COM- 
PANY, 175 W. Jackson Boulevard, Chicago, Illinois, 
or ask any National Underwriter representative. 





FRIDAY, JUNE Il, 1937 
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THE YOUNG MAN 
WHO ASKED FOR AN OLDER MAN'S ADVICE 


METIMES a friendship develops between a 
S young man in his twenties and a prudent 
older man. Such a friendship is a valuable asset 
to the younger one. 

One of these friendships had its beginning in 
a discussion during which the young man asked 
his friend; “If you were twenty-eight again what 
would you do with the dollars you could save?” 

“I would do this,” was the reply:—“I would 
put them in a safe, long-term investment—with 
the determination to change or surrender it only 
in case of dire necessity.” 

“Did you do that?” asked his questioner. 

“I did it to the best of my ability; but there was 
not available to me then the information which 
you may easily obtain today. Opportunities then 
for obtaining advice and educating one’s self in 
such matters as, let us say, life insurance, were 
not so abundant as they are now.” 

“I have just been reading,” he continued, “a 
booklet recently issued by The Mutual Life 
Insurance Company of New York. The informa- 


tion it contains and the opportunity it offers 
for securing first-hand knowledge through per- 
sonal contact with one of that company’s repre- 
sentatives would have been of great value to me 
in my earlier years.” 

“If you were to ask my advice,” he concluded, 
“I would suggest that you look into life insur- 
ance carefully and learn all you can about it, 
both as a means of providing for the future of 
your family and as an ideal savings-plan for 
your own later needs. Welcome this information 
whenever it is offered you, orally or in print, and 
you will never regret it.” 

To young men of today, who wish to look at 
life insurance as a sound method of creating 
financial reserves against future needs, The 
Mutual Life offers the booklet mentioned, “The 
Dollar that Keeps on Growing.” 

Request it from The Mutual Life representa- 
tive who calls on you or from the Company, at 
the address given below and you will receive it 


promptly. 


The Mutual Tife 


of NewYork 


DAVID F. vs i yf 








FIRST POLICY ISSUED 


FEBRYARY 1. 1643 
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Keen Bidding for 
College Seniors 





Recovery in General Business Pro- 
vides Toughest Competition 
in Years 


SEEK ONLY ABLEST MEN 


Many Corporations Trying to Make Up 
Lost Ground in Hiring Future 
Executives 


NEW YORK, June 10.—Companies 
which for some years have made it a 
practice to pick a number of the out- 
standing members of college senior 
classes are finding it more difficult than 
ever to obtain the men they want, so 
great is the competition from other lines 
of business. These are not the men who 
are taken on in more or less routine 
fashion but are those whom the com- 
pany’s talent scouts have selected as the 
cream of the various graduating classes 
and who are then interviewed by home 
office executives with a view to groom- 
ing them for future positions of respon- 
sibility. 

Business generally, to a greater extent 
than the insurance carriers, has_ been 
forced to curtail its recruiting activities 
during the depression and is now trying 
to make up for lost time. Bidding for 
the outstanding men in the various 
senior classes has this year taken on 
the appearance of fraternity “rushing” 
activity. 

Want All ’Round Distinction 


By “outstanding” is meant not only 
the exceptional student but a man who 
has distinguished himself in a well- 
rounded record of campus activities. It 
is freely conceded that too much reli- 
ance may be placed on scholastic grades 
and campus honors and that much good 
material may be overlooked by relying 
on these criteria plus one or more inter- 
views in which the company executives 
size up the man’s personality. How- 
ever, the method has shown quite satis- 
factory results and no very reliable sub- 
stitute has yet been introduced. 

One difficulty with inducing the more 
desirable type of college seniors even to 
consider entering the insurance business 
is that when the word insurance comes 
to their minds they immediately think 
of life insurance and life insurance sell- 
ing. Unluckily, they seem to know more 
about the failures and near-failures of 
poorly equipped life men than they know 
about the outstanding successes of the 
thoroughly competent ones. And no 
matter what their opinion of life insur- 
ance sales work may be, a great pre- 
ponderance of college seniors have ex- 
tremely little confidence in their ability 
to sell and no desire at all to get into 
that field. 

This is mainly because their idea of a 
salesman is one who turns on his high 

(CONTINUED ON LAST PAGE) 


























Unionization Movement Is 


Becoming Very Confused 





VARIETY OF PROMOTERS BUSY 





Jack Bradon of Chicago Is Cutting 
Something of a Swath—Hintz- 
peter Agency Incident 





Due to the fact that so many efforts 
are being made throughout the country 
to form “unions” of life insurance 
agents, it is difficult to keep track of the 
developments and to determine what the 
relationships of the various units are. 
For the most part, the effort at union- 
ization seems to have been exerted in 
the industrial field. Just what progress 
the organizers are making is difficult to 
determine because in most of the 
“unions” the membership list is not 
made public. 

One of the most spirited campaigners 
is Jack Bradon of Chicago. He is 
organizing what is called the United 
Underwriters of America. This is sup- 
posed to be a national organization. It 
is not affiliated with the American Fed- 
eration of Labor or CIO, according to 
Bradon. In Chicago, he states, mem- 
bership is confined to ordinary agents. 
Industrial agents who apply are referred 
to a unit that is affiliated with the Amer- 
ican Federation of Labor and is being 
promoted by professional organizers. 


Has 11-Point Program 


United Underwriters of America has 
a so-called 11-point program. Bradon 
contends that the union idea is applica- 
ble to insurance agents despite the fact 
that they are salesmen. He has only 
contempt for the local life underwriters 
associations, saying that they are “com- 
pany ridden and company dominated.” 

The Chicago “Daily News” had quite: 
an article about this union Monday eve- 
ning. 

Included was a paragraph stating: 

“As evidence of the growth of this 
sentiment in Chicago it was learned to- 
day that the sales staff of the Hintzpeter 
agency here of the Mutual Life of New 
York, one of the largest companies in 
the. country, was openly urged at its 
regular weekly meeting this morning, 
to join the United Underwriters of 
America.” 

Bradon on Tuesday stated that this 
incident in the Hintzpeter agency was 
“historical.” 


Hintzpeter’s Version 


The management of the Hintzpetet 
agency was questioned about this inci- 
dent. At the regular Monday morning 
meetings of that agency, in addition to 
hearing prepared talks, the agents are 
encouraged to speak their minds, recit- 
ing any grievances they may have or 
giving any suggestions. This, the man- 
agement believes, avoids the danger of 
any kind of resentment smoldering be- 
neath the surface. 

At the meeting this week, Paul Duffy, 
who has been with the agency several 
years and is a former police officer, took 
the floor. The management had not 
been advised previously that he intended 
to speak. He said that he is a member 
of United Underwriters and he urged 
the other agents in the office to join. 
He said the time will come when it will 


Illinois Code Satisfactory 
to Life People of State 





PROVIDES FOR ENFORCEMENT 





Anti-twisting, Rebating Provisions, Avi- 
ation Rider and Proceeds Debt Free- 
dom Long Sought 





The new Illinois insurance code, 
which awaits only the formality of Gov- 
ernor Horner’s promised signature, 


pleases life insurance men of the state, 
for it puts in effect strict provisions in 
respect of rebating and twisting. The 
investment section differs little from the 
separate investment statute which Direc- 
tor Palmer secured from the legislature 
in 1935 when his first draft of the code 
failed to pass. 

Two features which have been sought 
by leading agents for years are incor- 
porated in the law. Section 238 stipu- 
lates that proceeds and cash value of life 
policies whose beneficiaries, such as wife 
or other near relatives, are dependents 
of the policyholder, shall be free from 
claims of creditors. Section 224-c per- 
mits attaching the aviation rider which 
excludes liability for death of a pilot due 
to an airplane accident. 


Forbids Unethical Practices 


Heretofore there has been no effective 
machinery in the state to eliminate re- 
bating and twisting. Sections 151-2-3 
specifically and all-inclusively prohibit 
rebates, with penalty of not more than 
$500, or not exceeding six months in 
jail, or both. The person accepting a 
rebate is declared to be as guilty as the 
rebater. The agent will not be per- 
mitted to receive commission on the re- 
bated case, and can be sued by the com- 
pany to recover any such commission 
paid. 

Section 149 prohibits twisting, and 
also misrepresentation and defamation 
of company, policy, etc. There is a pro- 
hibition against misrepresentation to 
make a sale or drop a policy, and also 
against publishing any false or malicious 
material to injure a company. Penalty 
for violation is $100 to $1,000 for each 
offense. 

Policyholders and prospects can be 
warned that the rebater to save him- 
self, if caught, probably would charge 
that the applicant asked for and de- 
manded a rebate. 


Fraudulent Statements 


Section 239 provides that no agent or 
examining physician can knowingly 
make a fraudulent statement to secure 
issuance of a policy. The maximum 
penalty is $500, or a year in jail, or both. 
Penalty for violation of any other pro- 
visions of the code, unless specified, is 
a maximum fine of $500. 

Section 318 provides that no new mu- 
tual benefit concerns shall be organized 
in the state. 

A provision of the code which many 
life men consider to be too magnanimous 
is the 65 percent expense limit permitted 
burial societies. This is considered too 
high a figure. 

The life underwriters associations of 
the state, including the Illinois and Chi- 
cago associations, consistently have been 
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Air Catastrophe 
Cover Being Sold 


Bigger Planes Bring Risk of 
Heavy Loss in Single 
Crash 


DEDUCTIBLE BASIS USED 


Reinsurance Intermediary Firm Devel- 
ops Contract to Absorb Excess Over 
Single Life Retention 


NEW YORK, June 10.—With an eye 
to the catastrophe hazard faced by life 
companies arising from the increasing 
size of passenger air planes, Sterling 
Offices, Ltd., reinsurance intermediaries, 
are pioneering a reinsurance coverage 
designed particularly to cover this haz- 
ard. A number of life companies have 
indicated interest and some contracts 
have already been consummated. 

While passenger air line crashes have 
been played up in the newspapers in a 
way that has given the public an im- 
pression of a high degree of hazard, the 
risk has been comparatively unimportant 
from a life insurance catastrophe angle, 
since the planes have been compara- 
tively small—eight, 10, or 12, being the 
usual seating capacity. Now, however, 
planes seating 18 to 24 are common and 
ships with accommodations for 30 to 
42 passengers are under construction in 
this country and are already common 
in Europe. 

The coverage developed by Sterling 
Offices is designed to cover a company s 
liability from its current maximum reten- 
tion on a single life up to the desired 
maximum limit, say $1,000,000. This 
can be done for a comparatively small 
premium. For example, a company hav- 
ing a maximum retention of $200,000 
might have four of its policyholders on 
a single plane which crashed killing all 
passengers. The company’s total insur- 
ance on the four is, say, $500,000. It 
would collect $300,000 in reinsurance 
under the coverage offered by Sterling 
Offices. 

It is pointed out that while many of 
the most heavily insured men of today 
belong to an older and more conserva- 
tive generation not given to an exces- 
sive amount of plane travel, this condi- 
tion may gradually be exposed to 
change as the air-minded executives of 
today become the jumbo risks of tomor- 
row and presumably will continue to 
utilize the swift service of the air lines. 

The deductible feature dispenses with 
coverage which would be superfluous 
and for which a high premium would 
have to be charged. At the same time 
it permits the reinsurer to give, for a 
relatively slight premium, protection 
against an unusual but entirely possible 
bunching of heavy death claims arising 
from an unlucky concentration of a 

(CONTINUED ON PAGE 12) 
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Business Insurance Presentation Given by 


F. W. Ries, Jr., of Canada Life 


F. W. Ries, Jr., Pittsburgh manager 
of the Canada Life, gave an interesting, 
common sensé presentation of business 
insurance principles in an address during 
the life insurance conference which was 
a feature ot the Pennsylvania Insurance 
Days gatherings at Pittsburgh. About 
250 attended this particular session. 
Then there was a luncheon given by 
the general agents and managers section 
of the Pittsburgh Life Underwriters As- 
sociation for Commissioner O. B. Hunt 
of Pennsylvania, John A. Stevenson, 
vice-president Penn Mutual Life and the 
new president of the insurance federa- 
tion, and for John S. Fisher, former 
governor of Pennsylvania, now chairman 
of the National Union Fire of Pitts- 
burgh, the. retiring president of the fed- 
eration. 

Mr. Ries got into his subject by point- 
ing out some of the differences between 
a partnership and a corporation. 


Not Artificial Person 


A partnership, he pointed out, is not 
an artificial person. It is not an entity 
separate from its members. It is an ar- 
rangement whereunder two or more par- 
ties agree to combine their efforts, 
money and other assets to inaugurate a 
money making enterprise. Each party 
is bound within the scope of the agree- 
ment. One partner cannot be sued by 
another in respect of any feature of the 
agreement. Each partner is personally 
liable for the entire indebtedness of the 
partnership. The partnership is auto- 
matically terminated by the death of one 
of the partners. 

One partner can automatically bind 
the partnership by signing any agree- 
ment within the scope of the partner- 
ship pact. 

On the other hand, the corporation 
is an artificial person. It has only rights 
and powers given to it by law. The 
corporation consists of a number of per- 
sons. Where it consists of a few per- 
sons, it is known as a close corpora- 
tion. 

A corporation has a name and exist- 
ence of its own apart and distinct from 
its own members. 

In arranging a business insurance pro- 
gram, the agent must keep in mind the 
differences between partnership and cor- 
poration. 


Asset of Corporation 


If the corporation buys the insurance, 
the policy is an asset of the corpora- 
tion. 

He who invests in a corporation that 
depends for its success on the existence 
of one man or a very few men is fool- 
hardy if he does not insist that the cor- 
poration buy insurance on those.men to 
protect his investment. It is not good 
business judgment, he declared, for such 
an investor to allow the corporation to 
be a non-insured in this respect. 

If the investment is being made in 
the interest of a ward, then the man di- 
recting the investment is even more 
guilty. He should insist that enough 
business life insurance be purchased to 
make up any loss he or his ward might 
suffer should one or two or three of the 
principal men in the corporation die. 

If three or four men have control of 
a business they should arrange a busi- 
ness insurance program to insure that 
control is maintained in the hands of the 
people who want to keep control of it. 
If one such man dies, there is the dan- 
ger that his heirs might make a deal 
with uncongenial people and introduce 
a disharmonious element into the cor- 
poration that would be disastrous. 

The stock of the closed corporation 
should be evaluated. The stock should 
then be put in a fund in escrow. Upon 
the death of one of the men insured, 





the life insurance proceeds are paid to a 
trustee and the stock of the deceased 
goes to the other stockholders, 

The best way to handle the transac- 
tion is for each man to carry insurance 
on the life of the man whose stock he 
will receive. 

The situation is about the same in a 
partnership. Since death automatically 
terminates the partnership, it is neces- 
sary that all assets be sold, all debts col- 
lected, accounts balanced and payment 
made to the estate of the deceased. This 
is not always practical. Such a liquida- 
ton is likely to cause loss of business. 
There may be misunderstandings and 
quarrels with the the estate. 

Mr. Ries said that a partnership is a 
fickle arrangement. Lawyers do not like 
to draw partnership agreements. They 
fear that they are likely to be consulted 
by both parties at some future time 
when they get at odds. 


Should Exercise Care 


Mr. Ries said the agent should be very 
careful in arranging a business insur- 
ance program. He should see the thing 
through from start to finish. He said 
recently he saw a business insurance 
agreement that had been dominated by 
an insurance agent. Five stockholders 
were interested. Only three had signed 
the agreement as_ stockholders. The 
secretary and president had signed in 
their official capacities, but they were 
not parties to the agreement as individ- 
ual stockholders. This agreement had 
been in existence six years. Perhaps 
there would never be any trouble in con- 
nection with it but the fact that these 
men had not signed meant that their 
estates would not be bound by the 
agreement. 

Mr. Ries treated the sole proprietor- 
ship situation. When the sole proprietor 
dies the problem is whether to discon- 
tinue the business, to sell it, whether to 
continue it or what dispositon to make 
of it. The question of credit is para- 
mount in a sole proprietorship. Con- 
tinuation might be impossible. The ex- 
ecutor might not be permitted to use 
money to continue the business and the 
chances of being able to borrow money 
for that purpose would be very slim. 
If there are orphans involved the judges 
would be inclined to refuse to let the 
executor borrow a dollar to run the 
business. If death stops a business the 
great need is for business life insurance 
to protect its credit. 

A number of questions were asked of 
Mr. Ries. One interrogator asked how 
will the proceeds of the life insurance 


affect the value of the estate of the de- 





ceased or any interest in the business 
owned by his estate so far as taxation 
in the said estate is concerned when the 
policy is issued on the key man and the 
company pays the premium and is the 
owner. 

Mr. Ries said that in the absence of 
an agreement, the proceeds would be in- 
cluded. The government would tax the 
proceeds as part of the estate. 

If a corporation insures a key man 
for its own benefit, say for $100,000, the 
proceeds would probably not be taxed 
as such because the corporation has lost 
the value of that life. 

The matter of taxation in these busi- 
ness insurance cases is difficult and in- 
tricate, he said. e 

The question was asked about han- 
dling the insurance when there is a dis- 
parity of ages among those being in- 
sured. In this situation, the idea of de- 
preciation can be introduced, according 
to Mr. Ries. A machine that is 30 years 
old will have lost its usefulness in a 
shorter time than a machine that is 
only 10 years old. Accordingly in set- 
ting up a depreciation reserve on a ma- 
chine 30 years old the annual contribu- 
tion would be greater than it would for 
a machine 10 years old. 


When Partner Can’t Pass 


John A. Stevenson asked how Mr. 
Ries handles the problem when one of 
the partners is unable to get insurance. 

This brought a sympathetic smile 
from many of the agents as this is one 
of the great bugaboos of business in- 
surance. Mr. Ries said he recently had 
a case involving two partners. Only 
one was able to pass. He went back 
and sold the idea of insuring the man 
who could pass for double the amount 
that was intended originally, making one 
policy payable to his wife and the other 
payable to his partner. Mr. Ries said 
he was able to deliver both. 

The question was asked as to the tax- 
ation of proceeds of insurance that go 
to beneficiaries under an agreement that 
releases the stock holdings of that par- 
ticular beneficiary to the surviving 
stockholders. 

Mr. Ries said that the simple way to 
consider the problem is to think of the 
insurance proceeds as representing the 
ownership that the deceased had in the 
business. Whoever would pay taxes on 
account of the ownership of the stock 
would pay taxes on account of the in- 
surance cash received. It simply trans- 
fers the ownership of a business into 
cash. It is equivalent to sale of the 
stock. 

Another question was asked whether 








Representatives. 
complete and final form. 


probably Aug. 1. 


becomes a law. 


copies for $25. 





COPIES OF ILLINOIS INSURANCE CODE FOR SALE 


As a service to the insurance fraternity, The National Underwriter 
has printed and offers for sale a limited number of copies of the new 
Illinois Insurance Code, as finally passed by both houses of the 
legislature. Included are Senate bill No. 270 and all of the amend- 
ments thereto as finally adopted and concurred in by the House of 
This book is the new Illinois Insurance Code in its 


The new code becomes effective in Illinois July 1, but copies of it 
will not be available from the State Insurance Department until 


Several vital and important changes are embodied in the new code, 
and all of those in any branch of the insurance business should be 
familiar with the code’s requirements prior to the date when it 


Copies may be secured from The National Underwriter, A-1946 
Insurance Exchange, Chicago, at $3 apiece, 6 copies for $15 or 12 























the company or the assured should pay 
the premium. : 

Mr. Ries declared that if the company 
wanted to be the owner of the policy 
the company should pay the premium, 
The man being insured is merely an in- 
cident in the transaction. Sometimes 
the company pays the premium but the 
wife is the beneficiary. This is done 
when it is desired to give a particu- 
larly useful man some special emolu- 
ment. 

Another question was who should own 
the policies in a close corporation. 

Mr. Ries answered that if there were 
three men in a close corporation—A, B 
and C—A should pay the premium and 
own the policies of B and C, B should 
pay the premium and own the policies 
of A and C, and C should pay the pre- 
mium and own the policies of A and 
B. This establishes a sinking fund that 
would be ready upon an emergency. 
One buys the insurance on the other 
two. 

The situation in a partnership is 
comparable. It is a case of dealing with 
the other man’s interest. It is the trans- 
fer of property for cash. 


Doesn’t Employ Formula 


Mr. Ries was asked what formula he 
uses in evaluating the worth of a key 
man. Mr. Ries said that he does not 
use a formula and does not advise the 
use of one. Each individual case is con- 
sidered. It is difficult for the agent to 
decide. That is the assured’s problem. 

Another question was what benefici- 
ary is named in a sole proprietor case. 

This is a difficult proposition, he de- 
clared. He advised having a trust agree- 
ment making the trustee the same one 
who is executor of the estate. That en- 
ables the executor to exercise discretion. 
He is likely to know the details of the 
business. When the insurance is taken 
out the sole proprietorship may have a 
certan valuation. Upon his death it may 
have an entirely different complexion. 
Therefore if the trustee and the execu- 
tor are one and the same the problem is 
simplified. 


Holgar Johnson Presides 


Steacy Webster, general agent Provi- 
dent Mutual, opened the life insurance 
conference in his capacity as president of 
the Pittsburgh association. Holgar J. 
Johnson, Penn Mutual general agent, 
acted as chairman of the session. The 
first speaker was John A. Stevenson, 
vice-president Penn Mutual Life. 

Mr. Stevenson contended that the in- 
creased confidence in life insurance 
built up during the past few years can- 
not be depended on, in itself, to guaran- 
tee increased use of life insurance even 
though incomes are increasing. The 
mere fact that it is hazard proof doesnt 
mean that it is competition proof. Since 
1929 a lot of long deferred wants have 
been piled up. 


Must Analyze Market 


To capitalize on increased incomes 
and increased public confidence, the 
business must analyze where the pres- 
ent market for insurance lies, but render 
a type of service that is efficient in every 
way and make sure that the value of in- 
surance is kept constantly before the 
public. 

People have money to spend today. 
It may not be in the same places that 
it was 10 years ago, but it’s there. Con- 
ditions in the individual communities 
should be analyzed to find out where 
today’s potential buyers are. 

People who said a few years ago that 
they had learned their lesson and would 
never play with the stock market agaifl 
have proved to be only temporary con- 
(CONTINUED ON LAST PAGE) 
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Pittsburgh Gets 
Free 2-Day Show 


Spectacles During Pennsylvania 
Insurance Days Overshadow 
the Convention Proper 


J. A. STEVENSON IS HEAD 


Penn Mutual Vice-President Succeeds 
J. S. Fisher as President of 
the Federation 


By LEVERING CARTWRIGHT 


Pennsylvania Insurance Days in Pitts- 
burgh last week came pretty close to be- 
ing E. Simon Banks days. That ener- 
getic publicist of Philadelphia who had 
been employed to publicize the two-day 
event functioned with such spirit that 
the press notices and pictures that ap- 
peared in the Pittsburgh papers and the 
stunts that were staged in the streets of 
that city, to say nothing of the several 
radio broadcasts, would have done jus- 
tice to a much larger convention. 

For instance, there was the stunt of 
welcoming at the station “Benjamin 
Franklin” and “Deborah Franklin,” with 
ceremonies, photographers, reporters and 
radio announcers. There was an amaz- 
ing parade of fire department equipment 
and personnel from 35 nearby towns 
and burning of Fort Duquesne with 
more photographers, reporters, and ra- 
dio announcers, and the realistically 
faked automobile accident that made 
strong women gasp, with even more p’s 
r’s, and r.a.’s. These stunts entertained 
thousands of the Pittsburgh citizenry, 
stopped traffic and filled newspaper col- 
umns, but most of the conventioneers 
were oblivious to what was going on 
outside the hotel. 


Annual Federation Meeting 


Pennsylvania Insurance Days is the 
annual meeting of the Insurance Fed- 
eration of that state. It is a two-day 
event. The attendance at Pittsburgh 
was cut down for several reasons. For 
one thing the legislature had not yet 
adjourned and a complete report could 
not be made on the session. Incident- 
ally at the business session, following 
a discussion, the president was empow- 
ered to appoint a committee to deter- 
mine whether the meetings hereafter 
should not be held at a different. season 
and particularly whether they should 
not be deferred until after adjournment 
of the legislature. For another thing, 
many who would have attended were 
kept at home by sons and daughters 
graduating from schools. Then some 
of the Pittsburgh fire and casualty 
agents are reported to have absented 
themselves, because of pique at the at- 
titude of Commissioner O. B. Hunt to- 
wards insurance legislation during the 
session now closing. 

Mr. Hunt, in addressing the fire and 
casualty group conference during the 
‘Days,” made some rather caustic re- 
marks about the attitude of insurance 
people towards “constructive” legisla- 
tion that he had espoused. 


Banquet Is High Point 


So far as the meetings were concerned, 
the high point was reached at the ban- 
quet concluding the affair. The ban- 
quet hall was filled and the speaker, Dr. 
Virgil Jordan, president National Indus- 
trial Conference Board of New York, 
made a hit. Holgar Johnson, Penn 
Mutual Life general agent in Pittsburgh, 
Was toastmaster. 

John A. Stevenson, vice-president 
Penn Mutual Life, was elected presi- 
dent of the federation, succeeding for- 
mer Governor J. S. Fisher of Pennsyl- 





vania, who is chairman of National 
Union Fire. J. Victor Herd, vice-presi- 
dent Fire Association, was reelected first 
vice-president. Then there is a long 
list of vice-presidents. J. D. Pharaoh, 
II, United States Fidelity & Guaranty, 
Philadelphia, is treasurer; H. W. Team- 
er, Philadelphia, secretary-manager, and 
Mary H. Fireng, assistant secretary. 


Next Meet in Philadelphia 


The 1938 annual meeting will be held 
in Philadelphia. 

The opening session was a luncheon 
meeting, attended by about 150 and ad- 
dressed by T. A. Fleming, head of the 
conservation department of the National 
Board of Fire Underwriters, and J. B. 
Kelly, secretary of revenue of Pennsyl- 
vania. 

Jay N. Jamison, vice-president Re- 
liance Life, and general chairman of the 
arrangements committee, presided. He 
introduced Col. G. E. A. Fairley, direc- 
tor of public safety of Pittsburgh, who 
in turn introduced Mayor Scully. The 
mayor gave a brief message of welcome. 
Henry S. Rich of Marietta, assistant 
secretary of the Donegal & Conoy Mu- 
tual, gave the response. 

Mr. Kelly, who is retiring as Penn- 
sylvania secretary of revenue, gave a 
talk on highway safety. He lauded the 
proposal to merge the Pennsylvania 
state police and the highway patrol. 
This would give a force of 1,000 men. 
Last year in Pennsylvania 2,411 were 
killed in automobile accidents and 50,885 
injured. 

Following the speaking program there 
was a business session of the federation, 
presided over by Mr. Fisher. Mr. 
Pharaoh, reporting as treasurer, said 
that in the 12 months ended April 30 
receipts amounted to $26,099 and ex- 
penses $25,578. 

Mr. Teamer gave his report. He said 
this has been an important and busy 
year. In the first quarter of the federa- 
tion year there was an extraordinary 
session of the legislature devoted to un- 
employment relief and social welfare. 

(CONTINUED ON PAGE 13) 








Prominent Official in 
Insurance Work Dead 








HENRY MOIR 


NEW YORK CITY, June 10.—Henry 
Moir, chairman of the United States 
Life’s finance committee and its presi- 
dent from 1923 until late last year died 
at Strong Memorial Hospital, Rochester, 
N. Y., Tuesday night. He was 66 years 
old. Mr. Moir had undergone an opera- 
tion for palliative relief from cerebral 
vascular thrombosis May 29. Two days 
later he became conscious and recog- 
nized members of his family but re- 
lapsed into unconsciousness from which 
he never recovered. A son, Thomas, 
is in the statistical division Equitable, 
N. Y. The funeral will be Friday in 
Montclair, N. J., his old home. 
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“A Higher Standard of Living” 


Life insurance has no stronger advocates than the bankers 
of the nation. A fine example of their attitude is supplied by 
a radio talk given during Life Insurance Week by John S. 
Smith, Vice President of the Farmers Deposit National Bank 
of Pittsburgh. We quote a part:— 


Life insurance means ready cash, when needed most, and an 
estate, created with the first payment. 
collateral when money is needed in an emergency. 
makes possible a college education for your boy or girl, and assures 
Life insurance means the achievement of 
hopes and dreams, and a higher standard of living for your family. 


“The sooner you plan your future—the better your future will 

You can do with it what you wish; but an experience from 
the past has taught us that an investment today in life insurance 
means safety and security tomorrow for yourself and for your 


The title of this address was, “Life Insurance Dollars at 
Work.” They work for the public benefit through investments 
that maintain and expand the activities of the nation, while 
at the same time they work for the protection and security of 
policyholders and beneficiaries. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Life insurance means ready 
Life insurance 


PHILADELPHIA 

















Geddes Head of 
Canadian Group 


Life Insurance Officers Associa- 
tion Holds Its Annual 
Meeting 





INTERESTING TALKS MADE 


Executive Committee Report Brought 
Out the Important Developments 
During the Recent Months 


G. W. Geddes of London, Ont., gen- 
eral manager and actuary of the North- 
ern Life of that city, was elected presi- 
dent of the Canadian Life Insurance 
Officers Association at the annual con- 
vention in Toronto. He succeeds V. R. 
Smith, general manager of the Confed- 
eration Life at Toronto. A. N. Mitchell, 
vice-president and general manager of 
the Canada Life, was chosen first vice- 
president; A. F. Earle, president and 


managing director of the Montreal Life, 
second vice-president, and N. J. Lander, 
managing director of the Continental 
Life of Toronto, honorary treasurer. 

Mr, Geddes began his insurance career 
in the actuarial department of the North- 
ern Life of London, Ont., and in 1932 
was appointed general manager and 
actuary. He is a fellow of the Actuarial 
Society of America. He is a frequent 
contributor of articles on investments of 
life insurance companies, and has pio- 
neered several life insurance manage- 
ment policies which have since become 
generally accepted. He is considered an 
authority on legislation pertaining to life 
insurance. 


Report of Executive Committee 


Since the meeting 18 months ago, the 
Mutual Life of New York has reentered 
the organization and the Continental 
Assurance of Chicago and Occidental 
Life of ‘California have become mem- 
bers. 

The executive committee in its report 
brought out the chief changes resulting 
from the work of a special committee 
appointed to revise the constitution and 
by-laws; the reconstitution of the execu- 
tive committee to include a representa- 
tive of every member company; organi- 
zation of a committee on finance, and 
power given the executive to establish 
within the association special sections 
for the direct association of company 
officers and departmental officials to 
consider their respective departmental 
problems. With respect to the last 
named, the executive committee has not 
yet been asked to approve, except in 
principle, the organization of any sec- 
tion. It is felt that inclusion of special 
sections will tend to make the associa- 
tion the spokesman of the life insurance 
business in Canada. 


Alberta’s Debt Legislation 


Debt and other special legislation was 
also considered in the report. Evidence 
was noted that within Alberta, the peo- 
ple are beginning to realize that when 
a debt is not paid some one loses, and 
that frequently the losing creditor is in 
more distressed circumstances than his 
relieved debtor. 

New insurance legislation, notably the 
amendments to the uniform life insur- 
ance act of the Canadian provinces; the 
questions of taxation of income and pre- 
miums, and succession duty enactments 
were also discussed. 

Stress was laid on the public relations 
of the life insurance business. In vari- 


ous papers and discussions, the efforts of 

the companies to improve health and 

living conditions, with advantage to the 
(CONTINUED ON LAST PAGE) 
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New York Association Curbs 


Powers of Past Presidents 


ENDS LONG-STANDING CUSTOM 





Sharp Debate Over Former Chiefs’ Life 
Membership on Executive and 
Nominating Committees 





. 


NEW YORK, June 10.—The usually 
routine annual business meeting of the 
New York City Life Underwriters As- 
sociation rang with vigorous attacks on 
the proposed new constitution and 
equally vigorous defenses by its spon- 
sors. 

Following a debate which lasted near- 
ly the entire afternoon, the proposed 
new constitution was rejected. The vote 
was 278 in favor and 254 opposed, but 
a two-thirds majority is necessary to 
carry such a proposal. 

Gerald A. Eubank, manager Pruden- 
tial, led the opposition forces as chair- 
man of the “volunteer committee.” 
Opposition to the proposed new consti- 
tution was on the ground that it pro- 
vided former presidents of the associa- 
tion should continue their life tenure of 
membership on the executive committee 
and second that the nominating com- 
mittee should consist only of former 
presidents. Though denied a list of 
members which could be used for mail- 
ing and also the privilege of sending 
out his appeal to the membership 
through the association’s central office, 
Mr. Eubank succeeded in circularizing 
about two-thirds of the membership and 
received return postcards from several 
hundred, all except a comparatively few 
of them supporting his view. 


Lloyd Patterson President 


After the defeat of the proposed new 
constitution Mr. Eubank moved to re- 
fer the matter to a new committee. The 
motion was overwhelmingly carried. 

The slate of officers announced last 
month was elected in its entirety, includ- 
ing the executive committee of 20 field 
men and 15 general agents and man- 
agers. Lloyd Patterson, general agent 
Massachusetts Mutual, was the choice 
for chairman of the executive commit- 
tee. Tradition is that the holder of this 
office becomes president the next year. 
Officers for the coming year are A. V. 
Youngman, Mutual Benefit Life; H. L. 
Wooftard, Prudential, first vice-presi- 
dent; D. H. Ward, Union Central, sec- 
ond vice-president; R. B. Skillings, 
Home Life of New York, third vice- 
president; L. A. Cerf, Jr., Fidelity Mu- 
tual, secretary-treasurer. R. G. Engels- 
man, the outgoing president reported on 
the activities during the past year. 

Those who spoke for the constitution 
urged the advisability of having the 
services of the former presidents avail- 
able for counsel. E,. J. Sisley, Travel- 
ers, pointed out that there are 1,853 
men in New York City who took the 
New York University life insurance 
sales training course but that there 
would have been no training course if 
it had not been for former association 
presidents, from among whom came 90 
percent of the financial support for the 
course. D. H. Ward, Union Central, 
called attention to the interest in the 
association taken by the former presi- 
dents and. the time and money they 
spend in furthering the association’s 
welfare. Others who spoke in the af- 
firmative included Elias Klein, Travel- 
ers; C. E. Bartlett, Metropolitan; C. 
L. Post; F. H. Devitt, Equitable; Ben- 
jamin Salinger, Mutual Benefit; Lloyd 
Patterson, Massachusetts Mutual; and 
A. V. Youngman, the incoming presi- 
dent, who closed the case for his side. 

- Mr. Eubank opened for the opposition 
and T. M. Riehle, Equitable of New 
York and president National Associa- 
tion of Life Underwriters, made the 
closing speech. The main contention 
was that there was no desire whatever 
to undervalue the services of the past 
presidents but that the principle of hav- 
(CONTINUED ON PAGE 24) 








Unique Manual Off Press 


Most Comprehensive Reference Book on Life Insurance Companies, 
Policy Forms, Rates, Dividends and Values Now Much Improved 





Providing complete and up-to-date in- 
formation on both branches of life in- 
surance statistics, the new 1937 Unique 
Manual-Digest which covers both (1) 
company reports and (2) policy-cost- 
value data in a single “all-inclusive” 
volume, has just come off the National 
Underwriter press. To those engaged in 
programming, and to all progressive 
underwriters who mean to act as real 
life insurance counselors to their clients 
and prospects, the “Unique Manual” 
renders a unique and most helpful serv- 
ice by furnishing the facts and figures 
on practically any company or any con- 
tracts, in convenient easy-to-get-at form. 

Recognized for 40 years as the most 
outstandingly comprehensive source of 
policy information, the new Unique 
Manual now includes “National Under- 
writer Life Insurance Reports,” a large 
and important section which gives all the 
official and useful information concern- 
ing the financial development and pres- 
ent standing of all companies. More 
than 400 companies are reported upon 
in this section alone. 


Policy Contracts Analyzed 


In addition, there are over 1,200 pages 
devoted to a searching analysis of each 
company’s policy contract; very broad 
information on premium rates, cash, 
loan, paid up and extended values, divi- 
dends and cost summaries and a com- 
plete list of all contracts written with 
sample rates. Included also are special 
sections devoted to immediate annuities, 
to settlement options, giving the exact 
incomes payable by companies and also 
illustrative basic tables, and to indus- 
trial insurance. In addition, there are 
nearly 100 pages of reserve tables from 
which the values on almost any con- 
tract are easily obtainable. 

Considering the Unique Manual’s dual 
coverage of both the reports on the com- 
panies and the policy-cost data, both of 
which are so very comprehensively 
treated, it is perhaps amazing that its 
price can be as low. Only because it is 
so widely used by practically every 
company and by many thousands of field 
men is the practically “bargain price” 
possible. Selling singly at $5 it is within 
the reach of a large number of agents 
who cannot easily afford to purchase 
separate “report” books in addition 
to policy-cost references. Furthermore, 
much of the vast amount of information 
contained in the Unique Manual (about 
one-third) is unavailable from any other 
source. 


Company Reports Comprehensive 


In the National Underwriter Reports 
of the new Unique Manual are shown 
the corporate and financial histories of 
each company, including the capital and 
surplus at incorporation and the changes 
since then, reinsurance, dividends paid 
stockholders, a history of policyholders’ 
dividends showing changes in scale and 
all other significant information. “Stat- 
istics by Years” show the important 
figures of each company for past years 
and for each of the last five years. From 
this and from the very detailed analysis 
of ‘the latest statement which gives a 
thorough analysis of each company’s 
assets, liabilities, income, disbursements 
and gain and loss figures and the several 
significant “expense” ratios, one may 
quickly get a clear picture of any com- 
pany’s development, standing, manner of 
operation and experience in recent years. 


Complete—“<All-in-One” 


As to policy-costs, etc., the Unique 
Manual is exceptionally broad in scope, 
covering more than 150 companies that 
are usually omitted entirely from other 
references. For each company there is 


a standardized, easy-to-grasp, synopsis 
of what the contract provides, through 
which any and all important points are 





quickly brought to light. Then for each 
company, premium rates are shown at 
every age for all important contracts in- 
cluding “special” and “retirement” con- 
tracts. Cash, loan, paid up, and ex- 
tended values are shown at every age for 
ordinary life for the large companies and 
at 5-year ages for all other popular 
forms. 

Settlement options as previously men- 
tioned are covered in a comprehensive 
special section. Cash values (including 
those at the retirement ages of 55, 60 
and 65) are available from the 100-page 
reserve table section. Rates for single 
premium contracts at every age for 
ordinary and ten-year endowments of 
the larger companies are also shown as 
a new feature of the 1937 edition. 


Useful in Programming 


Whether purchased as a financial ref- 
erence on the companies or as a book 
of policy, cost and value data, the 
Unique Manual far excels in complete- 
ness anything else in either class. It 
will answer almost any question on 
either phase that may come up, even 
those arising in preparing the more com- 
plicated “program” setups. Furthermore, 
it offers an extraordinary advantage in 
price—it is really two books for the 
price of one, yet it is published in one 
single volume of convenient desk size. 

Advance orders are being shipped in 
sequence as ordered. If an order has 
not yet been placed, for prompt delivery 
it should be sent direct to The National 
Underwriter’s statistical department, 420 
East Fourth street, Cincinnati. The 
single copy price is only $5 or a com- 
pany club rate may be available. 


Wants Showing of Tax Payments 

Actuary A. D. Watson of the Cana- 
dian department has asked American 
companies operating in that country to 
furnish him with a summary of taxes 
and fees paid by them and their agents 
to the different provincial and municipal 
authorities in the Dominion. 


London, Ont., Official Is 
Head of Canadian Body 


























G. W. GEDDES, London, Ont. 


G. W. Geddes, general manager and 
actuary of the Northern Life of London, 
Ont., who becomes president of the 
Canadian Life Insurance Officers Asso- 
ciation, started his career in the actuarial 
department. He is one of the outstand- 
ing life company executives of the Do- 
minion. 








Information Is Given on 


Commissioners Meeting 





FIRE FIGHTING EXHIBITION 





State Police Escort Will Accompany 
the Delegation from Philadel- 
phia to Atlantic City 





PHILADELPHIA, June 10—E, 
Simon Banks, publicity director for the 
Philadelphia committee in charge of the 
National’ Association of Insurance Com- 
missioners convention, corrects some of 
the information that has been published 
regarding the entertainment features, 
He states, for instance, that there will 
not be a fire fighting demonstration at 
the Betsy Ross house. This will be at 
Independence Hall. Mr. Banks is ar- 
ranging for a very elaborate demonstra- 
tion that will excel any previous event 
of this nature. 


Welcome Will Be Spectacular 


When the commissioners arrive in 
Philadelphia June 20, they will find the 
downtown streets decorated with bunt- 
ing and sparkling signs. They will see 
a large electric sign on City Hall blaz- 
ing a welcome. Governor Earle of 
Pennsylvania, Mayor Wilson of Phila- 
delphia and Commissioner Owen Hunt 
will be present to extend greetings at 
the first session Monday morning, June 
21. The fire demonstration at Inde- 
pendence Hall will be held that after- 
noon. 

When the commissioners leave on the 
morning of June 24 for Atlantic City, 
they will have an official state police 
escort. The Pennsylvania force will take 
them across the Delaware river bridge 
to Camden, N. J., and at that point will 
be taken in charge by the New Jersey 
state police, acting as an escort until 
they reach the Ambassador hotel in At- 
lantic City. 


Hotel Reservations 


Considerable confusion has _ been 
created by the announcement that all 
reservations for the Bellevue Stratford 
hotel and others had to be made through 
the chairman of the local committee. 
Mr. Banks states that this is incorrect. 
Some reservations have been made with 
the hotels direct, others through the 
Philadelphia committee and still others 
through Jess G. Read of Oklahoma, 
secretary of the National Association of 
Insurance Commissioners. Mr. Banks 
states that reservations can be made in 
any of the three ways. John A. Steven- 
son, vice-president Penn Mutual Life, is 
chairman of the Philadelphia arrange- 
ments committee. A radio broadcast 
will be made of the fire demonstration, 
the announcer giving a description of 
what is going on. 


Royal Union Life Office 
Will Be Moved to Ft. Wayne 


Since the Royal Union Life of Des 
Moines was taken over by the Lincoln 
National Life the Details in continuing 
that business have been dispatched at 
the old home office but the activities 
will be transferred to the head office of 
the Lincoln in Ft. Wayne in October. 
President Hall stated that there will be 
two four story wings erected to the 
present building in due season. The 
Royal Union had $80,000,000 of insur- 
ance in force and was taken over by the 
Lincoln National in June, 1933. The 
clerical force in Des Moines consisting 
of about 30 people will be transferred 
to Ft. Wayne. President Hall said that 
the Lincoln National during the last 
few years has acquired sites at a cost 
of $100,000 for use in future expansion 
of its home office structure. The com- 
pany has abandoned its original plan to 
add stories to the present building and 
now has decided on the lateral expan- 
sion plan. 
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Victor R. Smith Attacks 


Canadian Provincial Levies 





MAY CHANGE PREMIUM RATES 





Life Officers’ President Shows Burdens 
of Dominion Companies; Taxation 
Study Encouraging 





In his presidential address as retiring 
officer before the annual convention of 
the Canadian Life Insurance Officers 
Association, V. R. Smith, Toronto, gen- 
eral manager and actuary Confederation 
Life, urged governments to encourage 
thrift and so provide for reduced relief 
rolls by gradual reduction of provincial 


‘taxes on life premiums, with a view to 


eventual abolition, elimination of income 
tax on the principal of policies paid by 
instalments, revision of sucession duty 
tax acts to eliminate double and triple 
taxation and said there should be no tax 
on contributions of employe or employer 
to company pension funds. 

These are some of the problems 
which companies would likely consider 
presenting to the federal and Quebec 
commissions appointed to deal with tax- 
ation problems. Taxation of premiums 
cost policyholders an added $4,500,000 
yearly, he said, referring to provincial 
taxes on premiums as “unjust, iniquit- 
ous, and a tax on thrift.” 


May Have Separate Scales 


Mr. Smith warned life companies may 
be forced to set up separate premium 
scales for each province unless the tax, 
now ranging from 1 to 3.3 percent, is 
made uniform. He attacked debt-reduc- 
ing legislation which shielded those 
with capacity to pay. While social re- 
forms are long overdue, he said “ill-con- 
ceived legislation by our more impati- 
ent reformers” will not solve the prob- 
lem. He offered to governments serv- 
ices of life companies in drafting con- 
tributory old age insurance plans. 


Lauds Quebec’s Tax Study 


Referring to Quebec’s decision to have 
a commission study its taxation system 
and weigh possible reforms, Mr. Smith 
said: “It is encouraging to know that the 
government of one of our principal prov- 
inces is seized of the desirability of ef- 
fecting some reform in the present sys- 
tem of provincial and municipal taxation 
and the association may well look for- 
ward to the opportunity so afforded to 
submit the claims of life insurance pol- 
icyholders touching the modification of 
repeal of the premium tax legislation 
now in force in Quebec. If Quebec 
gives the lead and other provinces fol- 
low, it would not be the first occasion 
upon which the province of Quebec has 
set a good example to the other prov- 
inces of Canada. 

“Tt is idle to suggest that these taxes 
are paid by the companies, as distinct 
from the policyholders,” he said, point- 
ing out that 80 percent of the insurance 
in force in Canada has been written on 
the mutual plan. “Surely it is inconsis- 
tent that voluntary efforts by individuals 
or groups to provide security against 
economic distress should be discrim- 
inated against through a tax upon their 
voluntary efforts. Those who practice 
thrift and provide protection for their 
dependents deserve a better fate. Why 
should policyholders be singled out for 
special added taxation?” 


Uniformity of Rate Needed 


While he did not expect premium 
taxes to be done away with overnight, 
there should be a material reduction, 
uniformity of rate and of method in de- 
termining basis of assessment through- 
out the provinces. Discrimination against 
policyholders could be considerably 
moderated by fixing the tax at 1 or % 
percent, he said. If these adjustments 
were not made, he warned life compa- 
nies, in their responsibility to policy- 
holders, would be forced to calculate 





Heads Federation 








JOHN A. STEVENSON 


John A. Stevenson, vice-president 
Penn Mutual Life, was elected president 
of the Pennsylvania Insurance Federa- 
tion at the annual meeting in Pittsburgh. 











different scales of premiums and net 
costs for policyholders of the various 
provinces. 

Dominion Premier King has also pro- 
posed a commission to investigate sys- 
tems of taxation in Canada and to study 
division of financial responsibility be- 
tween provinces and dominion. The in- 
iquity of provincial taxes on life insur- 
ance will be stressed before this inquiry, 
Mr. Smith promised. Double and triple 
taxation arising out of the overlapping 
of provincial succession duty statutes 
will have attention. Representations cal- 
culated to urge economy, either by con- 
solidating overlapping services or reduc- 
ing the number of services or both, will 
be strongly supported. 

Life insurance could survive any crisis 
brought about by operation of natural, 
economic and social laws, he is confi- 
dent. “It does not, however, prove the 
institution invulnerable against man- 
made laws. There are only 100 cents in 
every dollar. Life insurance companies 
are not magicians.” 

Relief of debtors at expense of credi- 
tors had grown to a point in some prov- 
inces where governments, such as 
Alberta’s, had relieved all debtors, re- 
gardless of whether the debtors were 
actually in distress and quite regardless 
of their ability to pay. “Unwilling debt- 
ors with ample resources have been 
given protection of law in their refusal 
to pay what they justly owe to others.” 
If the emergency were great enough to 
‘call for governmental intervention, it 
should be relieved at the expense of the 
general taxpayer, rather than at the ex- 
pense of small policyholders, he urged. 
In Great Britain and the U. S., debt 
laws have remained unchanged, relief 
measures dealing with depression 
drought and falling wheat prices had 
been national measures. 

Municipal pension schemes recently 
undertaken in some provinces were open 
to serious objection. Such schemes were 
within the realm of private insurance, 
he said. 


Would Limit Defenses 


The Illinois senate has passed amend- 
ments to the acts governing accident 
and casualty and life policies providing 
that no policy shall contain a provision 
exempting the insurer from liability if 
the assured dies or receives fatal in- 
juries while committing an illegal act 
unless the exemption applies only’ to 
cases where the illegal act directly 
causes or directly contributes to the 
death or fatal injury. 








COMPLETE 











Lincoln National Life men need never say, 
“My company does not accept this type of risk.” 
Field men have the distinct advantage of being 
able to present life insurance wherever there is 
a life insurance need. Regardless of age—man, 
woman, or child—if a prospect is at all insur- 


able, the Lincoln National Life will write him. 
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Union Central Sales Plan 
Based on Social Security 


{ 
| 


| METHOD EFFECTIVE IN TESTS 








} 
' Agents Enthusiastic Over Return From 
{ Direct-Mail Letter Used in 


} Connection 





Heightened public interest in the so- 
‘cial security act,due to it being validated 
by the U. S. Supreme Court is employed 
‘by the Union Central ih-a new sales 
plan developed to capitalize on oppor- 
tunities for writing new business pro- 
vided by the federal act. r 

It is built about an account book in 
which salaried prospects may keep a 
record of their payments. under the act, 
and a tested circularization letter that 
has brought unusual returns. A page 
used for calculating the; prospects an- 
nual payments and amount of monthly 
income that will fall due at age 65 1s 
believed to be of especial advantage to 
agents. By following ‘the » proposed 
planned interview the agent is able to 
use the simple calculatjon ‘as a means to 
elicit valuable information. Properly 
handled, this yields birth date, income, 
present insurance estate, number of peo- 
ple in the family, sufficient information 
to prepare an intelligent insurance pro- 
posal to submit on second call. 


Agents Are Enthusiastic 


This plan has been in use only about 
two weeks, yet several agents who have 
tested it in the field are enthusiastic. One, 
‘a member of the home office agency, 
selected 240 names of salaried’ persons 
|for mailing. He received 74 replies, or 
‘about 34 percent. He made all follow-up 
appointments by telephone, and suc- 
ceeded in every case in getting an ap- 
pointment for an interview. The plan 
works like clockwork in getting the 
necessary information, he reported. 

The leads he secured through the plan 
are not preponderantly for retirement in- 
surance. A prospect was interested in 
adding old-age income, another in buy- 
ing a juvenile policy for a nephew. Two 
others were interested in family protec- 
tion. 


Ten Agencies With Nearly 
Million in May Reported 


Paid business totaling $14,940,000 was 
reported in May by the central depart- 
ment of the Equitable of New York, 
the year to date total being $79,614,156. 
Chicago agencies in May paid for $4,- 
415,817 and so far this year have paid 
for $26,448,768. The leading agency in 
May was that of R. M. Ryan, Detroit, 
with $1,503,202, the only other million 
dollar office being that of A. M. Embry, 
Kansas City, with $1,048,153. 

May paid totals of the eight other 
leading offices were: A. B. Shea, Min- 
neapolis, $903,222; E. L. Carson, Mil- 
waukee, $888,590; M. C. Nelson, Des 
Moines, $888,349; W. V. Woody, Chi- 
cago, $851,768; H. L. Rogers, Indian- 
apolis, $839,486; Samuel Lustgarten, 
Chicago, $741,334; S. D. Krueger, St. 
Paul, $708,177, and H. A. Chipman, Co- 
lumbus, O., $681,176. 


M-G-M Didn’t Insure Harlow 


LOS ANGELES, June 10.—Although 
some of the Hollywood producers carry 
London Lloyds producers indemnity 
policies,. Metro-Goldwyn-Mayer do. not 
do so and so far as can be ascertained 

| did not carry insurance on the late Jean 
‘ Harlow, who died in the midst of mak- 
, ing the picture “Saratoga.” These pro- 
: ducers indemnity policies cover against 
: accident or death of the stars during 
' the making of a picture. 

Mandel Silberberg, Jean Harlow’s at- 
' torney, was quoted as saying his client 
‘had taken out. a “tremendous” policy 
' wth Lloyds two months ago.” He did 
not indicate the nature of this contract. 





hhas the association’s endorsement. 


Security Act May Spell 





NEW YORK, June 10.—With the 
social security act’s constitutionality 
definitely settled and the apparent im- 
possibility of getting life agents 4x- 
empted from its provisions, agency de- 
partments are turning their attention in 
a practical way to the problem of han- 
dling the myriad details that will be in- 
volved in the social security accounting 
of each agent should it finally be held 
that agents are definitely employes and 
hence subject to the act. The amount 
of office work that would be involved is 
so staggering that an important collat- 
eral effect will probably be the canceling 
of the contracts of many agents who do 
only a nominal amount of business. 

Such a result would do much to sup- | 
plement the movement which found ex- 
pression in the Life Agency Officers 
Association’s agency practices agree- 
ment. Life companies have long been | 
aware of the cost of keeping marginal 
agents but have been loath to let them 
go because they produce a _ certain 
amount of business and there was al- 
ways the chance that a miracle might 
happen and one of them might develop 
into a really able producer. Then, too, 
the cost is hard to appraise and com- 
paratively little has been done through 
cost-accounting in this field. 

The social security expense attached 
to employes, and agents if they are held 
to be employes, is, however, a definite 
one. The agent who does not produce 


Doom of Marginal Agent 


enough business to pay for his social 
security bookkeeping is easier to spot 
than the man who is unprofitable be- 
cause he wastes his supervisor’s or gen- 
eral agent’s time or takes up office space 
that could be used for abler men. 

A company with half a billion or so 
insurance ‘in force probably has in the 
neighborhood of 2,000 agents under con- 
tract. Many of these produce only 
enough business to retain their status as 
agents and are merely carried along 
from year to year for what little busi- 
ness they produce. This situation has 
of course been corrected to some extent 
in urban centers of 50,000 and more by 
companies subscribing to the agency 
practices agreement but there are quite 
a few nonsignatory companies and many 
agents in rural territories and cities 
smaller than 50,000. 


Much Work Despite Machines 


Manufacturers of tabulating machines 
have perfected them to the point where 
they can do almost the impossible but 
it still costs much more to handle the 
bookkeeping for 2,000 agents than it 
does for the perhaps one-third of that 
number who are responsible for produc- 
ing the bulk of the company’s business. 
Consequently the added cost of this 
bookkeeping and clerical work may 
eliminate vast numbers of marginal 
agents who otherwise would never have 
felt the axe. 











Backed for Trustee 


of National Association 











WILLIAM M. DUFF 


PITTSBURGH, June 10.—A number 
of the associates and friends of W. M. 
Duff, head of the Edward A. Woods 
Company here that is manager of the 
Equitable Life of New York, are back- 
ing him for trustee of the National As- 
sociation of Life Underwriters. He is 
a native ‘of Pittsburgh. Last December 
he celebrated his 41st year with the 
Equitable. He received the first diploma 
granted by the American College of 
Life Underwriters, he now being vice- 
president. He took the first C. L. U. ex- 
amination in 1928. He is a trustee of 
Westminster College, director Colonial 
Trust Company and active in many 
other pursuits. He is past president of 
the Pittsburgh Life Underwriters As- 
sociation and is chairman of its trust 
company cooperation committee. He 


A. T. Lynner, Iowa general agent of 
the General American Life, addressed the 





New Hampshire State Body 
Elects R. P. Burroughs Head 


MANCHESTER, N. H., June 10.— 
R. P. Burroughs of Manchester has 
been named president of the New 
Hampshire Association of Life Under- 
writers. He succeeds W. E. Johnson of 
Nashua, who presided over the conven- 
tion. Guy L. Foster of Manchester was 
elected secretary-treasurer, succeeding 
Francis Moran of Manchester. 

The convention opened with a ban- 
quet with J. A. Lanigan, chairman of the 
convention committee, as toastmaster. 
The principal speaker was G.. L. Hunt, 
vice president New England Mutual 
Life, who was introduced by Carl S. 
Nute, the company’s principal repre- 
sentative in New Hampshire. He at- 
tacked the proposal for savings bank 
life insurance, struck out at the new 
group of life insurance “debunkers” 
and urged a broader education for in- 
surance agents. 





Vetoes Code Appropriation 

ALBANY, June 10.—Governor Leh- 
man has vetoed the $12,500 item in the 
supplemental appropriation bill for the 
expenses of a joint legislative commit- 
tee to revise and recodify the insurance 
law. The governor said: 

“The department of insurance is 
now engaged, under special budget 
appropriation, in recodifying the insur- 
ance law. This committee, therefore, 
would simply duplicate the work already 
being done by a state agency.” 


Reports Oklahoma Results 

There was $197,266,819 life insurance 
written in Oklahoma in 1936, Assistant 
Commissioner Petree reports. Ordinary 
life totaled $123,558,060, group $32,117,- 
267, industrial $41,591,492. Insurance in 
force totaled $1,001,002,549, of which 
$784,203,480 was ordinary, $122,680,292 
group and $94,118,777 industrial, the in- 
crease in force during 1936 being $34,- 
353,331. 


J. F. Kelly, Jr., district manager of 
the Gulf Life in Florida, has been made 
manager of the Georgia territory with 
office in Atlanta.’ A part of southern 





Lions Club at Valley Junction, Ia., on 
Social Security and Government Cost.” 


Alabama will also -be under his juris- 
diction. as 


Can Take More Heart Site. 
Standard, Survey Indicates 





DR. HUNTER GIVES STATISTICS 





Tells Actuaries Best of Certain Func- 
tional Murmurs Necessitate 
No Ratings 





NEW YORK, June 10.—Results of a 
study just completed indicate that two 
important classes of functional heart 
murmurs generally regarded as_ sub- 
standard risks may be taken on standard 
plans provided that only the best risks 
are accepted and that the examination 
has been made by a thoroughly com- 
petent physician, Dr. Arthur Hunter, 
vice-president and chief actuary New 
York Life, revealed at the recent meet: 
ing of the Actuarial Society of America. 
The investigation was made through the 
cooperation of the actuaries of the Equi- 
table Life of New York, Mutual Life of 
New York, the Travelers and the New 
York Life and covered policies issued 
on standard plans for issues of 1925 to 
1935 inclusive, carried to the anniver- 
Saries in 1936. 

The two classes are, first, an incon- 
stant systolic murmur at the apex or 
point of the heart, providing the mur- 
mur is heard only at that location and 
does not transmit itself so that it can 
be heard at another spot; and second, 
a constant murmur, over the pulmonic 
area, at the base or large end of the 
heart, also providing the murmur is not 
transmitted. : 


Other Types More Serious 


On the other hand, the study indicated 
that a constant systolic apex murmur 
which is not transmitted is more serious 
than the type just mentioned. A small 
percentage is accepted by companies 
on standard plans and the majority have 
shown a distinctly higher mortality 
than normal. Dr. Hunter noted that 
while a lack of uniformity in the method 
of classifying risks. by all medical direc- 
tors may be due somewhat to differences 
of opinion, it may also be the result of 
the change in the murmur itself. A 
murmur which in former years was not 
transmitted may now be transmitted and 
thus. require a different classification, he 
said. This might arise because at the 
first examination the infection was in 
its earlier stages. The reverse situation 
can also occur, he said. 

Dr. Hunter noted that medical direc- 
tors have been getting away in recent 
years from the conception of murmurs 
as organic and ‘functional, but have not 
agreed entirely on the coding in the five 
classes of functional heart murmurs 
which were under consideration in the 
investigation which his paper covered. 


The Bruce S. Johnson general agency 
National Life of Vermont, Rochester, 
N. Y., has been moved to the Reynolds 
Arcade, Suite 550. 








Prudential Makes Plans 


for Reentering Texas 





After 30 years absence from 
Texas, the Prudential is planning 
to reenter the state and Dallas will 
probably be the state headquart- 
ers. Only recently the Equitable 
Life of New York opened up 
Texas offices in Dallas and it is 
believed that many other large 
companies will follow suit. - 

Like the Equitable, the Pru- 
dential was operating in Texas 
before the passage of the Robert- 
son law and rather than. sabmit 
to the provisions of that law, re- 
quiring. the investment of 75: per- 
cent of the legal reserves of Texas 
business within the state and the 
payment of a 3 percent tax on all 





‘premiums, they withdraw in 1907: 
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Danger Seen in Boosting 


Appraisals Above Cost Price 





F.H.A. COMPETITION IS CAUSE 





Its 80 Percent Loans Make Overvalua- 
tion a Temptation to Other 
Lenders 





NEW YORK, June 10.—Scarcity of 
good mortgage loans is resulting in a 
tendency to boost appraisals consider- 
ably above purchase price in some cases. 
It is reported that one company was 
enabled to grant a loan amounting to 
75 percent of the purchase price by rea- 
son of the appraisal being so much 
higher than what was paid for the prop- 
erty. The legal limit allowed companies 
operating in New York State is two- 
thirds of the assessed valuation. 

Amortization is looked upon as the 
lender’s savior in these cases where the 
amount of the loan runs so close to the 
purchase price. The danger felt by some 
mortgage loan executives, however, is 
that while these high valuations are per- 
haps ‘justifiable when real estate prices 
are down, there is too much likelihood 
that the practice will continue as values 
gradually increase. A few years hence, 
in the event of a slump, companies 
would find themselves with properties 
on their hands on which they had lent 
too much. 


Amortization Would Mean Little 


In such cases, amortization would be 
of practically no significance with loans 
made a year or so prior to the slump 
and not much more value on those 
slightly older. 

The difficulty, of course, stems back 
to the high valuations made possible 
through the Federal Housing Adminis- 
tration loans. Life companies and other 
private institutional lenders can compete 
fairly well with the government loans 
on a basis of cost but nearly everywhere 
are held back on the matter of valua- 
tion. F.H.A. allows loan valuations up 
to 80 percent of the set value of the 
property. Private lenders cannot do this 
under the law. 


Wischmeyer Endorsed for 
Trustee of National Group 





H. G. Wischmeyer, general agent 
John Hancock, Cleveland, was unani- 
mously endorsed for trustee of the Na- 
tional Association of Life Underwriters 
by the Cleveland Life Underwriters As- 
sociation. He has been director and 
president of the Cleveland association, 
is serving his third consecutive term as 
national committeeman. His entire ca- 
reer has been in the middle west, ex- 
cept for some years in the home office. 

Mr. Wischmeyer has had 40 years’ life 
insurance experience, starting as an in- 
dustrial agent for the Prudential in 
Richmond, Ind. After three years he en- 
tered the ordinary field for the Equitable 
Life of New York in central Indiana, 
then went to the Mutual Life of New 
York, and in 1908 was appointed super- 
intendent of agents for Indiana. In 
1912 he become Detroit agency super- 
visor John Hancock, in 1915 was ap- 
pointed general agent at Des Moines; in 
1917 he became ordinary department su- 
pervisor at the home office, then assist- 
> superintendent of agencies in charge 
of the ordinary branch. He resigned in 
1925 to take the Cleveland general 
agency. He has been chairman of the 
legislative committee in Cleveland and is 
a member of the insurance committee of 
the Ohio Chamber of Commerce and 
vice-president Cleveland Safety Council 
since 1930, 





M McKee, who had represented the 
; ee Mutual for a number of years, 
8 dead at his home at Frazeysburg, O. 








Jesse Jones and Glenn 


Frank on Denver Card 








O. Sam Cummings of Dallas, program 
chairman for the Denver convention of 
the National Association of Life Under- 
writers Aug. 23-27, has drawn upon 
Texas talent for one of the speakers on 
that occasion. He announces that Jesse 
H. Jones, chairman of the Reconstruc- 
tion Finance Corporation, will make an 
address Aug. 27. 

Mr. Cummings also announces that 
Glenn Frank, former president of the 
University of Wisconsin, who is a dis- 
tinguished lecturer and publicist, will 
appear on the program Aug. 26. 

President T. M. Riehle of the National 
association has summoned the presidents 
of local associations to intensify their 
efforts to increase membership during 
June, so that the objective of a 30,000 
roster may be obtained by the end of 
the association year. He urges that this 
effort be put forth in appreciation of 
Charles J. Zimmerman, chairman of the 
membership committee, and he has 
designated June as “Zimmerman Month.” 
Mr. Zimmerman, who is now located at 
Newark, expects to leave for Chicago 
later this month to take up his new 
duties as general agent for the Con- 
necticut Mutual Life there. 

At the close of May membership of 
the National association showed an in- 
crease over the same time last year, 
with 114 associations having equaled or 
exceeded their last year’s totals. 


Carrier Loses Disability 
Litigation in South Dakota 





The South Dakota supreme court has 
ruled that a person’s unsuccessful at- 
tempts to earn a living after becoming 
disabled from carrying on his normal 
occupation do not prevent him from re- 
covering permanent total disability pay- 
ment from insurance companies. The 
a was that of Hale vs. Metropolitan 

e. 

Hale was employed by a Sioux Falls 
wholesale company which had a group 
policy covering all of its employes and 
providing $2,000 liability for total dis- 
ability to any of them. He developed an 
incurable nervous disorder and finally 
had to leave his work although trying to 
carry on for several months. After fail- 
ing to secure relief for his ailment, he 
attempted to sell Fuller brushes and 
later earned a small amount in operat- 
ing an agency for distribution of Sunday 
newspapers. 

The Metropolitan alleged that these 
activities proved Hale was not totally 
disabled. The court, however, said the 
plaintiff was clearly totally and perma- 
nently disabled as specified by the policy 
for at least three months prior to his 
discharge from the wholesale house. 
The fact he made feeble attempts at 
earning a living did not alter this fact. 
The court also denied the Metropoli- 
tan’s plea that no notice had been given 
before the plaintiff left the company’s 
employ, and that the group policy called 
for payment in installments and should 
be paid in this way. The carrier in 
denying liability put itself in the posi- 
tion where the whole amount could be 
collected at once, the court declared. 


Can Be Taxed But Once 


OKLAHOMA CITY, June 10.—The 
Oklahoma supreme court holds that 
compliance with the statutes placing 
foreign insurance companies under juris- 
diction of the insurance commissioner 
and requiring them to pay fees and 
taxes to him “in lieu of all other fees 
and taxes” is compliance with the gen- 
eral corporation statute and if they com- 
ply with the former it is not necessary 
to qualify under the latter. The opinion 
was given in the case instituted in 1931 
by the state of Oklahoma against the 
Prudential to recover alleged unpaid li- 
cense fees. - 
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Disability 


U.S. Prosecution Sending 


Claims Down 





NEW YORK, June 10.—Disability 
claims of the suspicious type are re- 
ported to be slowng up materially, indi- 
cating that U. S. Attorney Lamar 
Hardy’s prosecution of disability fakers 
under federal .mail fraud statutes may 
be expected to effect an important im- 
provement in the dismal disability pic- 
ture, putting quite a few of the worst 
offenders behind the bars and throwing 
such a scare into the rest of them that 
they can be expected to move cautious- 
ly, if at all, in the future. 

Life companies have been greatly 
handicapped in ordinary court cases in 
dealing with disability fakers. Such 
cases are normally civil, not criminal, 
and it is a question of the jury deciding 
between two groups of experts and wit- 
nesses, both equally impressive. Ig- 
norant of the amount of faking that 
goes on and the difficulty of proving it, 
the jurors usually decide for the disabled 
individual, usually a convincingly: pitiful 
figure, and against the large, wealthy in- 
surance company, which ought to be 
large-spirited enough to pay the plain- 
tiff’s claim without quibbling about fine 
points. 


Hope for Change in Attitude 


One highly beneficial effect that is 
looked for from the government’s cur- 
rent series of prosecutions is a change 
from this attitude on the part of poten- 
tial jurors. With the public’s eyes open 
to what the life people have known all 
along—but have rarely been able to 
prove—there promises to be a more sen- 
sible attitude among those who have to 
decide on the facts in the case. 

The success of the government in 
running down these disability “rings” 
brings up the question, Why did it take 
this long to turn to Uncle Sam for aid? 
It appears to have been due to the life 
companies’ belief that a water-tight case 
had to be presented to the government 
before the prosecutor would act. As a 
matter of fact, however, the government 
is willing to step in where it believes 
that a complaint is based on actual crim- 
inal activity and to utilize its crime-de- 
tecting resources to ferret out the in- 
formation on which criminal convictions 
can be built up. 


Pot Racketeers on Defensive 


Federal prosecution of disability rac- 
keteers has the advantage of putting the 
latter on the defensive, with the com- 
panies in the role of cooperating with 
the forces of law and order. In civil 
suits, on the other hand, the company is 
usually placed on the unpleasant posi- 
tion of appearing to resist a just claim 
by a lone individual. Such a situation 
is so capable of being distorted by a 
clever attorney for the claimant that 
many cases have been given up as hope- 
less by the defendant company because 
it knew the cards were stacked against 
it. 

Successful criminal prosecution of dis- 
ability cases has not been wholly con- 
fined to the federal courts, however. As- 
sistant District Attorney Bernard Bo- 
tein, head of the accident fraud bureau 
in New York City, recently obtained a 
verdict of guilty in the case of William 
Weinstein, which the New York Life 
lost in a civil action three years ago. 
This case, incidentally, was an excellent 
example ‘of juries’ attitudes. Moving 
pictures, showing the claimant engaging 
in sports and other activities, were 
shown in court. Yet the jury decided in 
favor of Mr. Weinstein. 


Got Perjury Confession 


Mr. Botein got Weinstein’s taxi driver 
to confess that his testimony at the orig- 
inal trial had been perjured. Weinstein 
was up for sentence this week but the 
court deferred action until later in the 
month. This was Mr. Botein’s only dis- 
ability case, his work being to run down 
the fake accident rings which have been 








costing the casualty companies large 
sums. He has succeeded in virtually 
eliminating these crooks. 

In the federal disability cases, the cus- 
tomary method of operation is for a 
‘runner” to approach someone with a 
large disability policy and suggest that 
he might obtain a nice income without 
working and in addition have his insur- 
ance premiums waived. The runner then 
steers the policyholder to the particular 
firm of crooked lawyers for whom the 
runner works and from whose fee he 
receives his split. Sometimes the runner 
is an agent who turns to this form of 
money-getting by reason of the ease— 
until now—of working such swindles 
and because of his wide acquaintance- 
ship among policyholders, from whom 
he can select good potential material. 


Smrha Gives an Opinion on 
New Investment Statute 





LINCOLN, NEB., June 10.—Director 
Smrha interpreted a section of the law 
passed by the last legislature enlarging 
the field of investments for domestic 
companies. This permits investment in 
revenue bonds where estimated earnings 
show 4 coverage equivalent to 13% times 
fixed charges. These bonds usually are 
issued by municipalities that use this 
means of financing construction of light- 
ing plants, waterworks systems and sew- 
age improvements, which are not gen- 
eral obligations but are retirable out of 
earnings of developments. 

“Legislative enactment of a meas- 
ure the purpose of which is to limit the 
types of investments is in itself evi- 
dence that the legislature was attempt- 
ing to safeguard insurance funds to the 
extent that only investments which are 
considered safe, where the danger of 
loss would be reduced to a minimum, 
should be acquired,’ Mr. Smrha held. 
“The practice of this department, there- 
fore, will be to scrutinize revenue bonds 
with the greatest care. It will consider 
as ‘fixed charges’ all such payments as 
need to be made to preserve the property 
in such state as to insure a continu- 
ance of the earning power sufficient to 
meet the obligations issued. Such items 
will be considered as ‘fixed charges’ as 
need to be paid to make secure and pre- 
vent the impairment of the project se- 
curing the indebtedness incurred. 

“The phrase ‘estimated earnings’ is in- 
terpreted to mean estimated earnings 
based on experience in operating the 
project securing the bonds acquired by 
an insurance organization. Examiners 
will be instructed to scrutinize revenue 
bonds found in portfolios of insurance 
organizations to determine that an anal- 
ysis of the financial statement of the is- 
suing company conforms to the fore- 
going.” 


Carrier Wins in Suit to 
Delete Disability Clauses 





The New York court of appeals has 
decided in favor of the Manhattan Life 
litigation in which the carrier sought 
rescission of the double indemnity and 
disability features of a life policy, alleg- 
ing misstatements in the application. 
The tribunal unanimously affirmed judg- 
ment of the lower court. 

The case, against Aaron and Henrietta 
Schwartz, stated that on Jan. 20, 1930, 
the company issued Schwartz a $15,000 
life policy with disability and double in- 
demnity provision. The assured claimed 
disability benefits in October, 1931, and 
the plaintiff alleged that it then discov- 
ered he had made misstatements in his 
application. Schwartz counter-claimed 
by asking reformation of the policy, sub- 
Stituting correct answers. He stated 


that he had signed the application in 
blank form and gave the correct in- 
formation to the agent and the medical 
examiner, but that they put in answers 
not in accord with what he told them. 

No suit was brought for cancellation 
of the life policy, due to the fact it con- 
tained a one-year incontestability clause. 
The court of appeals granted an appeal 
on the contention that the incontesta- 
bility clause applied as well to the double 
indemnity and disability features as to 
the life coverage. No claim was made 
on the appeal, however. 


Existing Policy Not Mentioned 


The defendant had failed to mention 
a $16,000 policy with disability and 
double indemnity provisions which he 
already held. He also stated he had 
never applied for insurance on his life 
without receiving a policy of the exact 
kind and amount specified. 

The Manhattan Life alleged that he 
had been rejected for accident coverage 
by another company. The _ medical 
examiner’s report showed that he had 
misstated his experience in applying for 
accident and health, in collecting dis- 
ability benefits and as to his consultation 
with physicians. The court decided that 
there had been a deliberate attempt to 
obtain a policy through suppression of 
facts and that the misrepresentations 
were so numerous as to preclude the 
possibility that they resulted from mis- 
take. It said such misrepresentations 
had material effect on issuance of the 
policy. 


Chio Tax Ruling Now Made 


Attorney General Holds That Certain 
Payments on Part of Policyhold- 
ers Are Exempt 








Attorney General Duffy of Ohio has 
rendered an opinion to the effect that 
“moneys received for annuities in Ohio 
by outside life companies are not tax- 
able as premiums under sections 5432 
and 5433 of the Ohio general code.” He 
said: 

“When policies issued by foreign life 
corporations provide for the waiver of 
premiums in the event of disability, the 
credits for such premiums which are 
granted such policyholders on policies 
covering risks within this state, are not 
taxable as premiums.” 


Oklahoma Legislature’s Acts 
Meet with Read’s Approval 


OKLAHOMA CITY, June 10.—Com- 
missioner Read of Oklahoma has voiced 
satisfaction over the legislative results. 
Five bills, sponsored by the insurance 
department, received favorable action. 
The increased appropriation for operat- 
ing expenses will enable his office to 
function more satisfactorily. However, 
he is dissatisfied with the reduction of 
the state insurance board’s appropria- 
tion from $11,150 to $8,550. 

Mr. Read commended enactment of 
the law requiring new fraternal organi- 
zations to have $20,000 assets. He favors 
the new law providing that life policies 
shall be incontestable after two years 
except for violation of policy provisions 
and the permitting of riders excluding 
aviation liability except on fare passen- 
gers in a licensed passenger aircraft. 
He feels the measure will create new 
business in Oklahoma as a large number 
of policies have been written out of the 
state because of the Oklahoma law. 

Another new law limits the right to 
ask for receivership for insurance com- 
panies to the insurance commissioner, 
which will prevent the former annoy- 
ance to companies due to threats of at- 
torneys to take this action in connection 
with claims. 

A new measure requires new stipu- 
lated premium companies to have paid 
up capital of $50,000 instead of $10,000. 





Sell with settlement option approach. 
Improved slide rule, instructions only 








$1.50. Order from National Underwriter. 





Results of Survey Made | 


of May Insurance Buyers 








Although physicians and_ surgeons 

purchased more large policies last month 
sah did any other occupational classi- 
fication, brokers, bank managers, and 
real estate company officials led all other 
groups in total amount of insurance pur- 
chased, according to the Lincoln Na- 
tional Life monthly survey of big policy 
buyers. 

Leading classifications in number of 
big policies purchased were: Physicians 
and surgeons; insurance agents; brokers, 
bank managers and real estate company 


officials; oil well and gas field officials, 
students, retail dealers, real estate 
agents, wholesale dealers, commercial 


travelers, and lawyers, judges and jus- 
tices. 

Occupational groups listed according 
to total amount of insurance purchased 
in large policies were: Brokers, bank 
managers, and real estate company off- 
cials; oil well and gas field officials; 
physicians and surgeons, insurance 
agents, students, retail dealers, real es- 
tate agents, wholesale dealers, water 
transportation company officials, lumber 
yard, stockyard and coal yard officials; 
commercial travelers and express com- 
pany officials. 


Several Appointments Are 
Made in Indiana Department 





A number of Indiana department men 
have resigned to take other positions, 
necessitating several appointments. L. 
E. Griffith, Huntington, Ind., becomes 
second deputy succeeding Harold Mont- 
joy. Mr. Griffith has been a life agent 
and was chairman of the house insur- 
ance committee in the last legislature. 

L. G. Hines is now rate supervisor, 
succeeding L. D. Swisher, who has gone 
with the Union Trust Company in In- 
dianapolis as assistant manager insur- 
ance department, under H. E. McClain, 
former commissioner. Mr. Hines, since 
graduating from Indiana University in 
1929, has been connected with the In- 
diana Inspection Bureau. 

R. M. Scanlon has been appointed 
rate clerk succeeding E. M. Liljeblad, 
who recently went with Landers & Lan- 
ders, Indianapolis general agents. J. L. 
Beatty becomes field representative suc- 
ceeding Charles Herron, resigned. 


C. O. Fischer’s Plan 


Immediately following a ten-minute 
discussion of life even ome estate build- 
ing and programming by C. O. Fischer, 
vice-president Massachusetts Mutual, 
guest speaker at the luncheon meeting 
of the Executives Association in New 
York City one of the members attend- 
ing said to J. B. Perlman, Massachusetts 
Mutual agent, “Come to my office this 
afternoon, and write a $10,000 policy.” 

Mr. Fischer displayed charts of a life 
insurance estate amounting to more than 
$233,000, which he had sold to a client 
through his span of 24 years as a per- 
sonal producer and general agent of the 
Massachusetts Mutual, and the optional 
settlement arrangement for the dis- 
tribution of the estate. 

“In each discussion with my client,” 
said Mr. Fischer, “I recommended the 
amount of insurance, the plan of policy 
and the settlement option which I would 
have selected for myself, if my situa- 
tion had been a duplicate of his.” 

He likened the building of a life in- 
surance estate to the construction of a 
new home, suggesting that the pros- 
pective homebuilder would inquire where 
his real estate agent lived and what kind 
of home his architect had for his own 
family. While not all prospects have 
exactly the same needs for life insurance 
and the agent’s requirements may differ 
widely from the needs of his prospect, 
it is natural for the buyer to be favor- 
ably influenced by the agent who has 
covered his requirements corresponding 





with those of his client. 
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SALES RECORDS 





Reliance Life—New life insurance 
placed in May exceeded that of any 
month in the past five years. It totaled 
$5,542,946, an increase of 32.3 percent 
compared with May, 1936. The sale of 
accident and health insurance also showed 
substantial increase. With $22,870,275 
of new life insurance since Jan. 1, the 
company is 41.6 percent ahead of the 
production in the first five months of 
1936. For this period, accident and 
health sales show a gain of 20 percent. 

Ohio National—Its new business in 
May exceeded by 25 percent any pre- 
vious May in its history. Volume for 
the month was also in excess of any 
other month in its 27 years of busi- 
ness, excepting October, 1935, and 1936. 
More than $3,300,000 of new insurance 
was submitted. May was also the third 
consecutive month in which new sales 
volume exceeded $2,500,000, another 
record. 

Bankers Life, Iowa—Reports biggest 
May business since 1932, with total 
paid-for of $5,687,630, a gain of 26 per- 
cent over May, 1936. New paid-for the 
first third of the year was over $26,- 
000,00, a gain of 23 percent. 

Great West Life—Last month was 
the best May the company has experi- 
enced in six years. Registering 2,113 
sales and an increase of $1,000,000 over 
the same month a year ago, the annual 
“agents’ month’ has been even more 
successful than usual. A feature of the 
drive was the appointment in each 
branch of an agent as sales director. 
Twenty-seven branches showed gains, 
while the percentage of increase for the 
year to date in the new ordinary busi- 
ness was brought to 15 percent. 

C. T. Milner’s Flint, Mich., branch, 
under Sales Director Barney Duff, led 
all American branches in percentage by 
which quota was exceeded. Earl M. 
Schwemm’s Chicago branch under Sales 
Director S. Sackheim, A. P. Johnson’s 
Detroit branch under Sales Director T. 
R. Kelter, and F. W. Atkinson’s Minne- 
sota branch under Sales Director M. I. 
Lindsay led American branches. 

Indianapolis Life—In May the agents 
featured President E. B. Raub, one of 
the founders of the company in 1905, 
who wrote the original charter. The 
total volume was the largest of any 
month of the year to date. The increase 
of insurance in force was more than 
double that of May last year. The mor- 
tality ratio to date is 39 percent. Re- 
quests for policy loans have dropped to 
the figure prior to 1929. Indiana led in 
May production with Texas second and 
Illinois third. The insurance in force is 
$102,300,000. The ten leaders in volume 
of new business written during May 
were: J. T. McClelland, Houston; R. M. 
Buck, Los Angeles; Mrs. Ada Cad- 
walder, Des Moines; Jerry Wertheimer, 
Dallas; A. H. Kahler, superintendent of 
agents, home office; H. H. Jacoby, Dal- 
las; J. W. Schwab, Indianapolis; Paxton 
Matthews, Dallas; T. Harry Huston, 
Logansport, Ind.; K. Ben Jones, Colum- 
bus, O. 

Prudential, Cincinnati—In a “Chace 
month” contest, the Cincinnati and 
Louisville agencies defeated Pittsburgh 
and Wheeling. Cincinnati written busi- 
ness included 114 applications for $757,- 
173 ordinary, three annuities for $21,600 
and two wholesale cases for $21,500. The 
team captained by R. B. Maddux de- 
feated that of Sam Cantor by $33,373. 
Richard Dana, although on the losing 
team, led the agency with nine applica- 
tions for $82,000. He made 106 calls and 
had 57 interviews. Cincinnati led Pitts- 
burgh by $28,825. 

J. H. MeCullough, Union Central, Co- 
lumbus, O.—Reports largest month’s 
business the agency has experienced 
since August, 1930. The past 12 months 
as compared with the 12 months ending 
in 1936, show 101 percent increase in 
sales. Although the company has main- 
tained offices in Columbus for over 60 
years, the first anniversary meeting 
under the management of Mr. McCul- 
lough was held June 2 and ‘was ad- 





dressed by H. J. Shaffer, assistant su- 
perintendent of agencies. 

J. H. Cowles, Provident Mutual Life, 
Los Angeles—Reports 40 percent in- 
crease in new paid insurance for the 
year to June 1. 

M. S. Trueblood, Union Central Life, Los 
Angeles—Gain of $91,651 in paid volume 
for May. Sixteen agents paid for 36 
cases totaling $287,236, average policy 
$8,000, and average per agent about 
$18,000. Paid business first five months 
totals $1,231,184, increase $213,317. 

E. J. NewBegin, Liberty Life of 
Topeka, Kan., Los Angeles—Agency 95 
percent ahead of paid yearly quota. If 
the volume can ‘be maintained in June 
the agency will have led the company 
for 12 successive months. 

J. C. Benson, Union Central, Cincinnati 
—wMay business of the home office agency 
was better than in any other month 
since Mr. Benson became general mana- 
ger in April, 1936. Paying for $807,176, 
the organization finished May exactly 32 
percent ahead of the first five months 
of 1936. 

C. H. Simpson, Minnesota Mutual Life, 
Long Beach, Cal.—Shows a gain of 31 
percent in paid business for the first five 
months. 


Lincoln National’s Program 





Annou t Is Made of the Events 
for the Forthcoming Convention 
for Eastern Agents 








The program of the convention for 
the eastern representatives of the Lin- 
coln National Life to be held June 28-30 
at Traymore Hotel at Atlantic City, 
N. J., has been announced. 

Vice President A. L. Dern will open 
the first day’s meeting with an address 
of welcome. The remainder of the pro- 
gram will be devoted to short talks on 
the following subjects: 

How I Use Centers of Influence—by 
J. L. Mueller, Fort Wayne. 

How I Use People I Do Business 
With—by O. F. Helvie, South Bend. 

How I Use My Family As Prospect- 
ors—by R. R. Roth, Fort Wayne. 

How I Use the Reference Blank—by 
H. C. Lawrence, Newark, N. J. 

How I Get Prospects From Death 
Claims—by O. F. Gilliom, Berne, Ind. 

Policyowners as Prospects—by G. E. 
Bennett, Cleveland. 

My Age Change Plan—by G. F. Loft- 
house, Detroit. 


Second Day’s Program 


On the morning of the second day, 
C. B. Metheney, Pittsburgh general 
agent of the Fidelity Mutual Life, will 
be the guest speaker. Informal talks on 
the subjects here listed will conclude 
the second day’s program. They are: 

Why We Use the Salary Continuance 
Plan in Our Agency—by Ben Simon, 
Norfolk, and J. H. Geer, Akron, Ohio. 

My Salary Continuance Plan Presen- 
tation—by L. E. McLaughlin, Flint, 
Mich. 

The Farmer and the Salary Continu- 
ance Plan—by W. W. Bogart, Fort 
Wayne. . 

Using the Salary Continuance Plan 
Direct Mail to Sell the Procrastinator— 
by R. I. Schumann, Charleston, W. Va. 

Prestige Building—by R. L. Hesse, 
Madison, Wis. 

My Business Day—by C. B. Jordan, 
Fort Wayne and J. Bon Davis, Apple- 
ton, Wis. 

The business program for the final 
day’s meeting will consist of a series of 
round tables on the following subjects: 

Prospecting, Programming, Salary 
Continuance Plan, Business Insurance, 
Timely Approaches, Selling Women, 
Meeting Today’s Objections, Salary 
Savings, Insurance for Tax Purposes, 
Prestige Building Methods. 


More money with accident. Read Aecei- 
dent & Health Review for details. $2 a 
year. 175 W. Jackson, Chicago. 





Veith Named President at 
Agents Association Meet 





A. E. Veith, agent of the Massachu- 
setts Mutual Life in St. Louis who has 
had an outstandingly successful record, 
was elected president of the Agents As- 
sociation at the annual convention held 
in Chicago last week. He succeeds A. 
T. Haley, general agent, Greensboro, 
N.C. Mr. Veith was vice-president dur- 
ing the last year. Other new officers 
are: Vice-president, E. A. Coyle, agent 
at Pittsburgh; second vice-president, F. 
Van Stralen, supervisor in charge of the 
San Francisco office of the J. W. Yates 
agency; and secretary-treasurer, F. A. 
Lichtenberg, general agent at Colum- 
bus, O. Mr. Litchenberg is the peren- 
nial secretary-treasurer. 

On the executive committee are T. P. 
Allen, Long Island; T. W. Evans, Cin- 
cinnati; H. G. Behan, Hartford; David 
Marx, Atlanta, and G. F. Liebkeman, 
Jr., Memphis. 





Woman Agent Sets 
Lively Production Pace 














Mrs. Ada Cadwalder of the Des 
Moines agency of the Indianapolis Life 
set a new company record during May 
for securing the largest number of ap- 
plications in one month and it is sup- 
posed she established a new record foi 
women agents. She wrote 101 applica- 
tions for $110,000. Mrs. Cadwalder is 
approaching retirement age. She suf- 
fered an accident a few years ago that 
left her with physical disability and 
makes it difficult for her to get about. 
She will be honored by Indianapolis Life 
officials, by city officials of Des Moines, 
friends and policyholders, who will give 
her a dinner June 19. 


Use the accident approach and get more 
business. Read Accident & Health Re- 
view, $2 a year for details. 175 W. Jack- 
son, Chicago. 








R. I. Nesmith and Associates 


“Serious? Yes, 
An Automobile Accident!” 


‘He will be laid up for months. 


But he won’t need to 


worry about money. He has accident insurance with ad- 


equate extra protection for automobile accidents.” 


Instead of paying increased benefits for less common acci- 


dents, public carrier, elevator, etc., our new contract pays 


increased benefits for the accidents your clients really 


dread —those due to automobiles. 


Better adapted to 


modern needs — hence more salable. 


Connecticut General 
Life Insurance Company 


Hartford, Conn. 
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COMPANY SALES LEADERS 










































$775,500; 


210. 


mond, Wash., 


(3) Walbridge, 


$2,067,366; 
$650,605, 


land, Ore., 


Stahlhut, 


PRODUCERS: 


David Rapoport, 
Hursh, $265,000. 
Office, $2,374,965; 
196,475; (3) Corpus Christi, 
San Antonio, $596,750; (5) Houston, $480,- 


PRODUCERS: 


$219,248. 
E. W. Smith, Portland, Ore., 
(2) Schoeffel, Portland, Ore., 
Eugene, 
STATES: (1) Ore., $4,126,127; 
(3) Ida., 


$277,375; 
Cheyenne, Wyo., $200,149; 
taves, Boise, Ida., $153,250; (4) F. E. Dun- 
ton, Seattle, $150,478; 
man, Logan, Utah, $141,166; 
Seattle, 

Nixon, Idaho Falls, 


TEXAS LIFE 


(1) Joseph Thompson, 
(2) J. H. Mann, 


$268,000; 


AGENCIES: 
(2) Central Tex., 
$703,799; (4) 


* * 


OREGON MUTUAL LIFE 

(1) W. H. Sheehy, Port- 
land, O., $285,216; (2) C. L. Hurlburt, Ta- 
coma, $239,878; (3) F. W. Tregaskis, Ray- 
AGENCIES: 
$2,113,946; 
$1,749,730; 
$1,400,665. 
(2) Wash., 
*(4) Cal, 


* * * 


PACIFIC NATL. 
PRODUCERS: (1) W. E. Hibbard, Port- 
(2) J. M. Olsen, 
(3) E. R. Gus- 


$123,750; 


$279,500; 
(4) 


Ore., 


$664,625; 


$125,500; 


LIFE ASSUR. 


(5) Othello Hick- 
(6) W. H. 
(7) J. W. 

(8) G F. 


(3) 
B. F. 
(1) Home 
$1,- 


(1) 





Hickman, 


Cc. G. Baker, Burley, Ida., 
Gene Hickman, Salt Lake City, $110,042. 
(1) F. E. Dunton, 
(2) W. E. Hibbard, Portland, 
Ore., $315,125; (3) J. M. Olsen, Cheyenne, 
Evans, Butte, 
G. Ripley, 
(6) Ins. Sales Corp., 
$209,500; (7) 


AGENCIES: 
$407,228; 


Wyo., $302,767; 
Mont., 


J. W. Nixon, Idaho Falls, 
STATES: (1) Utah, $1,183,931; 
$619,113; (3) Wash., $407,228; 
$352,194; (5) Ore., $315,125; 
$302,757; (7) Mont., $242,188; 
$70,875; (9) Colo., $50,250; 
$15,750. 
* * x 
SEABOARD LIFE 
PRODUCERS (All Tex.) (1) 


Jander, Houston, $330,024; (2) Joe Smith, 
(3) Ww. F. Munnerlyn, 
(4) I. P. Russell, 


Abilene, $294, 330; 
College Sta., $278, 041; 
Nacogdoches, $251,110; (5) H. E. Burgess, 
College Sta., $225,113; 
Harlingen, $176,630; 


Alto, $175,198; 


$124,340; (10) 
$115,574. 


(4) R. W. 
$238,188; (5) G. 
Francisco, $216,381; 
Salt Lake City, 
Hickman, Logan, Utah, $182,416; (8) E. R. 
Gustaves, Boise, Ida., $180,500; (9) Gene 
Hickman, Salt Lake City, $168,042; 


AGENCIES: 


Salt Lake City, $121,527; 
$112,423; 


(10) Ariz., 


(6) E. O. Anglin, 
(7) J. .-:Tayior, 
(8) F. H. Harrison, 
Benito, $166,476; (9) R. L. Nauts, Houston, 
Ralph Dorsett, 
(1) Houston, $1,- 






















RETIREMENT INCOME 
ENDOWMENT 


Maturing at age 65, MALE, face value $5,000 












Results at Maturity—Age 65 



































Columbus, Ohio 


CHARTERED 1905 


Age | Monthly Monthly = Guar. Cash Profit 
at Premium Income Value Plus Plus 

Issue Rate for Life* Acc. Divs.* —_—~Protection* 
20 $10.10 $78.60. $10,142.20 $4,688.20 
29 11.75 74.25 9,580.00 3,940.00 
30 13.95 70.30 9,066.25 3,207.25 
35 16.95 66.50 8,981.15 2,479.15 
40 21.25 63.10 8,141.25 1,766.25 
45 27.85 60.05 7,746.55 1,062.55 


*Income in excess of $50 monthly and cash value over $6,450 
provided by accumulated dividends which are not guaranteed. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 

















285,211; (2) weeees nee $1,000,728; (3) 
College Sta, $736,333; (4) ‘Abilene, $4 18,- 
055; (5) Valley, San Benito, $409,286. 


PEHOPLES hme D. C. 

PRODUCERS: (1) J. H. Hunt, Annapo- 
lis, Md., $100,500; (2) F. G. Shumaker, 
Bluefield, W. Va., ‘$72, 500; (3) Dick Bates, 
Bluefield, W. Va.; $71, 000; @) "DT: V. 
Chorey, Norfolk, Va., $54, 000; (5) W. B. 
Miles, Baltimore, $53,000; (6) Ri A. 
Brown, Annapolis, Md., $51,000; (7) A. 
H. Martin, Alexandria, Va., $50,500; (8) 
H. H. Couch, Bluefield, W. Va., $50,000; 
(9) E. L. Hogan, Bluefield, W. Va., 
$50,000; (10) F. L. White, Annapolis, Md., 
$48,198. AGENCIES: (1) J. D. Thomp- 
son, Bluefield, W. Va., $825,000; (2) 
Eugene Seaborn, Annapolis, Md., $582,- 
885; (3) R. C. Cole, Fairmont, W. Va., 
$476,900; (4) F. H. Heaton, Alexandria, 
Va., $460,250; (5) W. W. White, Fred- 
erick, Md., $447,250; (6) O. R. Hoover, 
Washington, D. C., $396,750; (7) G. E. 
Ensor, Baltimore, $359,850; (8) C. S. 
Kessler, Salisbury, Md., $292,000; (9) J. 
D. Leith, Richmond, Va., $283,700; (10) 
Cc. C. Nelson, Petersburg, Va., $264,000. 
STATES: (1) Va., $2,340,500; (2) Md., 
$1,778,985; (3) W. Va., $1,610,900; (4) 
D. of C., $532,250; (5) Del., $49,500. 

*x * * 
SOUTHERN LIFE & HEALTH 

PRODUCERS: (1) K. R. Murchison, 
Anniston, Ala.; (2) W. V. Masters, Annis- 
ton, Ala.; ) W. L. Sanderson, Hunts- 
ville, Ala.; (4) T. E. Carter, DeLand, 
Fla.; (5) Earl Sanderson, Huntsville, 
Ala.; (6) W. O. White, Miami, Fla.; (7) 
S. J. Freeman, Jacksonville, Fla.; (8) E. 
D. Tyer, Tampa; (9) R. H.. Yoe, Miami; 
(10) C. E. Sharits, Houston. MANA- 
GERS: (1) J. W. Poole, Montgomery, 
Ala.; (2) W. I. Sanderson, Huntsville, 
Ala.; (8) N. A. Bell, Tampa; ©) RR. R 
Hamilton, DeLand, Fla.; (5) J. E. Woods, 
Dothan, Ala.; (6) C. L. Smith, Mobile, 
Ala.; (7) W. E. Vincent, San Antonio; 
(8) W. J. Northcutt, Shreveport, La.; (9) 
H. A. Smith, Tuscaloosa, Ala.; (10) J. Y 
Grider, Anniston, Ala. 


* * * 


COLORADO LIFE 
PRODUCERS: (1) T. T. Fisher, Den- 
ver; (2) F. P. Wright, Spokane; (3) URY 
McKENZIE, Knoxville. STATES: (1) 
Tex., $2,473,729; (2) Colo., $2,073,976; (3) 
al., $1,130,323. 
* *k * 


LAFAYETTE LIFE 


PRODUCERS: (1) E. W. Jones, Flint, 
Mich.; (2) Otto Schultz, Millington, 
Mich.; (3) Wm. Nieweth, Flora, Ind.; 
(4) J. B. Walker, Flint, Mich.; (5) Mil- 
ton Pollock, Flint, Mich.; (6) C. T. 
Holmes, Flint, Mich.; (7) R. E. Boller, 
Troy, O. STATES: (1) Mich., (2) Ind. 


* * 


RELIANCE LIFE, PITTSBURGH 
PRODUCERS (Paid ist Yr. Prem.): 
(1) Hyman Rogal, Pittsburgh, $43,663; 
(2) David Warshawsky, Cleveland, $26,- 
425; (3) Saul Perlman, Pittsburgh, 
$16, 206; a G. V. Cleary, Chicago, $14,- 
213 (5) I. B. Jacobson, Baltimore, 
$12, 300; (6) F. T. McElreath, Wadley. 
Ga., $11, 720; (7) Henry Fine, Richmond, 
Va. $11,682; (8) Philip Kessier, Pitts- 
burgh, $10,800; (9) A. T. Ninness, Pitts- 





burgh, $10,669; = Leonard Zittrain, 
Norfolk, Va. $10,492 
* * x 
PILOT LIFE 


PRODUCERS: (1) R. O. Browning, 
Burlington, N. C., $263,680; (2) A. ¢, 
Stuart, Winston-Salem, N. C., $220,000; 
(3) T. L. Simmons, Rocky Mount, N. C.,, 
$214,000. AGENCIES: (1) A.C. Stuart, 
Winston-Salem, $753,750; (2) C. R. Webb, 
Shelby, N. C., $714,978; (3) Southern 
Agency, Knoxville, Tenn., $605,876, 
STATES: (1) N. C., $6,778,485; (2) S.C, 
$2,047,078; (3) Va.. $1,290,821. 

* * * 
SECURITY LIFE & TRUST 


PRODUCERS: (1) Ben H. Averett, Ox- 
ford, N. C.; (2) M. F. Foster, Greensboro, 
N. C.; (3) J. W. Carpenter, Salisbury, 
N. C.; (4) W. L. Clark, High Point, N. C.; 
(5) E. J. Daniel, Durham, N. C.; (6) F, 
M. Payne. Boone, N. C.; (7) G. T. Coch- 
rane, Thomasville, N. C.; (8) E. C. Col- 
lins, Mt. Airy, N. C.; (9) A. B. Carroll, 
Wilson, N. C.; (10) R. T. Atkins, Raleigh, 
N. C. AGENCIES: (1) Winston-Salem 
Agency, (2) E. J. Daniel, Durham, N. C,; 
(3) R. T. Atkins, Raleigh, N. C.; (4) 
Greensboro, (5) M. S. Leverett, Sanford, 
N. C.; (6) J. D. Johnson, Rocky Mount, 
N. C.; (7) Blue Ridge, Mt. Airy, N. C.; 
(8) Lee F. Schaner, Wilson, N. C.; (9) 
High Point, N. C.; (10) I. B. Brown, 
Florence, S. C. STATES: (1) N. C., (2) 
8S. C., (3) Tenn. 


* * * 
UNITED STATES LIFE 


PRODUCERS: (1) Bernard Berry, 
New York; (2) Emanuel Dash, New 
York; (3) W. Kaiser. Rochester, N. Y., 
(4) Max Leff, New York; (5) Herman 
May, New York; (6) Charles Rosenberg, 
Hackensack, N. J.; (7) Donald Ruth, 
Elmira, N. Y.; (8) N. V. Sichenze, Brook- 
lyn, N. Y. AGENCIES: (1) Blizalde & 
Co., Manila, P. I.; (2) Dascit Und. Ince. 
New York City; (3) American Agency 
Asse., New York City; (4) American 
Asiatic Und., Shanghai, China; (5) Amer- 
ican International Und., New York City; 
(6) Paramount Agency, Brooklyn, N. Y.; 
(7) Donald H. Ruth, Elmira, N. Y.; (8) 
N. V. Sichenze, Brooklyn, N. Y. 


* ok Ox 
PENINSULAR LIFE 


PERSONAL PRODUCERS: (1) J. A 
Arnau, Miami, $118,040; (2) J.-H. Bunn, 
Miami, $72,715; (3) E. W. Barrett, Miami, 
$68,000; (4) R. W. Leininger, Orlando, 
$55,204; a J. P. Griffin, Orlando, 7. ~~ 
(6) T. J. Toler, Miami, $46,270; (7) F. 
pli Pensacola, $42, 000; (8) H. n 
Knowles, West Palm Beach, $40,810; (9) 
L. C. Preston, Daytona Beach, $36,900; 
(10) Carl Curtis, Tallahassee, $36.000. 

a 


WASHINGTON NATIONAL 


PERSONAL PRODUCERS: (1) A. P. 
Thomas, Louisville; (2) J. L. Bixler, Mil- 
waukee; (3) W. W. Ihlenfeld, Evanston, 
Ill.; (4) B. Tyrrell, Evanston, Ill.; (5) M. 
Wallman, Newark, N. J. (6) C. C. Smith, 
Dyersburg, Tenn.; (7) M. Katz, New 
Brunswick, N. J. AGENCIES: (1) A. P. 
Thomas, Louisville; (2) Wisconsin 
Agency, Milwaukee; (3) Independence 
Agency, Evanston, Ill.; (4) B. Tyrrell, 
Evanston, Ill.; (5) M. Wallman, Newark, 
N. J.; (6) C. C. Smith, Dyersburg, Tenn.; 
(7) M. Katz, New Brunswick, N. J. 








THE WEEK IN INSURANCE 





_Companies find unusual difficulty get- 
ting outstanding college seniors because 
of keen bidding from other lines of 
business. ci ah Pagel 


New Illinois code approved by life 
people of state. who have sought its con- 
structive provisions for many years. 

Page 1 
* * x 

Interesting talks made at Pittsburgh 

in life insurance conference se Penn- 


sylvania Insurance Days by F. W. Ries, 
Jr., and John A. Stevenson. Page 2 
* * * 


John A. Stevenson is elected president 
of Pennsylvania Insurance Federation at 
annual meeting in Pittsburgh. Page 3 

* *K * 


Henry Moir, prominent actuary and 
company Official, is dead. Page 3 
* * * 


Federal prosecution of disability 
fakers causes drop in number of sus- 
picious disal-ility cases. Page 8 

* * x 


Staggering amount of social security 
act detail work if agents are held em- 
Ployes likely to cause eanecellation of 
many marginal producers’ contracts. 














e6 





Canadian Life Insurance Officers Ass0- 
ciation elects G. W. Geddes president. 
Page 3 
* *k * 


Prudential decides to reenter Texas 
and will probably have Dallas as state 
headquarters. am Pageé 


New improved Unique Manual-Digest 
just off press of National Underwriter 
Company. ied Page4 


V. R. Smith, general manager and ac- 
tuary Confederation Life, reports on Ca- 
nadian tax picture as president of the 
Canadian Life Insurance Officers Asso- 
ciation. Page5d 

* * * 

T. H. Wall, general agent at Louis- 
ville, was elected president of the Pa- 
cific Mutual ee Association at its 
annual meeting in Kansas City. 

Page 17 


* * * 


Ira C. Cunningham is elected assistant 
vice-president of the Oceidental Life of 
Los Angeles and takes over the direc- 
tion of the home office agency. Pagel 


* * * 


Phoenix Mutual goes on 3% percent 
reserve basis; announces dividends aP- 
plicable, change in surrender chargé 
method. Page 19 
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Trend to Young Recruits 
Recalls Work of Pioneer 





NEW YORK, June 10.—In view of 
the present marked trend toward tak- 
ing in promising young men and mould- 
ing them into career life insurance 
agents, it is interesting to see how 
closely this is paralleling the pioneering 
work done than a score of years ago by 
the late Franklin G. Allen as general 
agent for the Connecticut Mutual Life 
in Baltimore. 

Among those who as young men in 
their early twenties got their training 
under Mr. Allen are such men as Ger- 
ald A. Eubank, manager Prudential, 
New York City; Warren K. Magruder, 
general agent Connecticut Mutual in 
Virginia; M. J. Sackerman, general 
agent, Brooklyn, Massachusetts Mutual; 
J. F. Russell, Connecticut Mutual, Bal- 
timore; W. B. O’Connor, Provident Mu- 
tual, New York City, H. A. Phillips, 
Prudential, Baltimore; F. Jean Little, 
Massachusetts Mutual, Detroit; J. E. 
Willing, Mutual Life of New York, 
Philadelphia. 


Young Men Part of Plan 


That all of them came in as young 
men was no accident. It was part of 
Franklin Allen’s philosophy of building 
an agency. There was almost an un- 
written law that nobody more than 25 
or 26 years old should be brought into 
the agency. Mr. Allen himself was not 
a great deal older, being in his early 
thirties at the time when most of those 
listed were inducted. He firmly believed 
that by taking in young men he could 
influence their opinions along successful 
lines without first having to unsell them 
on erroneous ideas they might have 
gained elsewhere. He made it a point 
to go to lunch every day with one of 
his agents, preferably with an agent 
and a prospect. He had a standing 
offer that if an agent would bring a 
prospect in on appointment to talk in- 
surance he, Mr. Allen, would sell two 
out of three. 

According to Mr. Eubank, who be- 
came the top producer in the agency 
within a few months after joining as a 
young man of 20, this demonstration of 
salesmanship was an important factor 
in influencing new agents to adopt the 
principles they had seen in successful 
operation and go out and approach their 
prospects in the same way. This prac- 





tical demonstration of the soundness of 
his procedure was the big secret of the 
success of Mr. Allen’s agency. These 
men couldn’t give their general agent’s 
sales talks verbatim, of course, but they 
could absorb the general ideas and 
could see what was making the strong- 
est impression on their prospects. They 
also encouraged to sell their prospects 
in the general agent’s presence, which 
enabled him to tell where their presen- 
tations were weak. 


Geared to Young Men 


This system of bringing prospects into 
the office was particularly geared to the 
use of younger men, as it would have 
been much more difficult to bring older 
prospects into the office to talk about 
life insurance. Not much use was made 
of classes in instructing new agents, 
most of the reliance being placed on 
actual sales demonstrations. 

Another point where Mr. Allen was a 
long way ahead of his time was in the 
matter of dropping agents who seemed 
to have no flair for the business or were 
too lazy to make a living. One of his 
reasons for working with young men 
was that they could be financed with a 
comparatively small outlay. If it ap- 
peared after a few months that they 
were not going at a rate to protect the 
general agent’s investment in them, Mr. 
Allen would call them in and frankly 
tell them they were in the wrong busi- 
ness. In this way he kept his office 
free of the expense of financing mar- 
ginal producers and the deadening ef- 
fect of having his successful men come 
in contact with men who were doing 
poorly. 

As is often the penalty for successful 
agency management, many of Mr. AI- 
len’s agents were given agencies of their 
own in the Connecticut Mutual or other 
companies. He always took a generous 
and broadminded attitude in these pro- 
motions. When Mr. Eubank was made 
general agent for the Connecticut Mu- 
tual for Virginia, with headquarters at 
Richmond, Mr. Allen wrote him, “dur- 
ing your association with me you have 
proved yourself a good businessman, a 
good friend, and a good sportsman. To 
wish you luck when you have these 
qualities is unnecessary, but a very great 
pleasure.” 








J. C. Edwards Agency, Kansas 
City Life, Honors Producers 





As guests of the J. C. Edwards agency 
Kansas City Life, Macon, Ga., 12 mem- 
bers of that agency and four executives 
from the home office recently had a two- 
day fishing trip on the Gulf of Mexico. 
The trip was awarded producers who 
during the first four months of the year 
reached or exceeded their quota. As a 
token of appreciation to Mr. Edwards, 
state manager, each presented him an 
application while on the boat. 


Second Trip in Two Years 


This is the second trip sponsored in 
the past two years. The agency for the 
first five months has exceeded its quota, 
with a larger volume than has been 
written in the same period of time dur- 
ing its history. 

Home office men who in the party 
were: W. F. Boyce, assistant secretary; 
E. E. Chappell, assistant superintendent 
of agencies; Dr. J. Bee, associate 
medical director, and C. C. Hornaday, 
regional supervisor. Agency members 
included: F. E. Bentley, Roberta, Ga.; 
S. W. Causey, Alvaton, Ga.; R. C. 
Davison, Columbus, Ga.; P. A. Price, 
Albany, Ga.; G. A. Ivey, Bridgeboro, 
Ga.; R. W. Beard and H. Megahee, 
Moultrie, Ga.; H. J. Claxton, Hawkins- 
ville, Ga.; Glen Edwards, Macon, Ga., 
and J. C. Edwards, Jr., Atlanta, Ga. 





F. L. Rowland Is Honored 
by Office Managers Group 





F. L. Rowland, executive secretary 
Life Office Management Association, 
was awarded a fellowship at the annual 
conference of the National Office Man- 
agement Association in Chicago this 
week. The award is made annually in 
recognition of outstanding contribution 
to the science of office management, this 
being the fourth fellowship to be con- 
ferred in the history of the organization. 
Another man connected with insurance 
who won this was W. D. Fuller, presi- 
dent Curtis Publishing Company and a 
director of Penn Mutual Life. 

Technical papers were presented. 
Among these were: “The Office Man- 
ager—His Duties and Responsibilities,” 
by E. Conarroe, director manage- 
ment service, policyholders service bu- 


reau, Metropolitan Life. G. D. Wood, 
Provident Mutual Life, Philadelphia, 


was elected first vice-president and Mr. 
Conarroe continues as a director. The 
new president is G. B. Brooke, Retail 
Credit Company, Atlanta. 


Qualification Law Provisions 
SEATTLE, June 10.—The new Wash- 
ington agents’ qualification law became 
effective June 9. It requires that all 
first-time applicants for agents, brokers 
or solicitors’ licenses take a written 





examination from the state insurance 
department. Life agents, the law provides, 
may secure a 90-day temporary license, 
but must pass an examination before 
the end of that time. Commissioner 
Sullivan announced the publication of an 
official handbook containing questions 
and answers upon which the examina- 
tions will be based. Examinations will 
be held weekly at the insurance depart- 
ment’s regular offices in Olympia, Seat- 
tle and Spokane. Once a month exam- 
inations will be given at Vancouver, 
Bellingham, Yakima, Wenatchee and 
Walla Walla. 


Carlson Agency Gets Prize 


J. A. Carlson, general agent North- 
western Mutual Life at Oakland, Cal., 
won the trophy awarded by the head 
office in a contest including the 84 gen- 
eral agencies being based on monthly 
average over a period of five years. The 
Carlson agency had a record of 238 per- 
cent increase over the five-year monthly 
average in March and April, the contest 
months. Spencer Fish was the leading 
agent in the Oakland staff. Mr. Carlson 
was formerly general agent for the 
Northwestern Mutual at Flint, Mich. 


O. J. Arnold, president of the North- 
western National Life, Minneapolis, at- 
tended the 40th reunion dinner in Chi- 
cago of his class in the University of 
Chicago. His early business life after 
graduation was spent there. He started 
with the old Illinois Life when it was a 








Equitable, N. Y., Survey Is 
Picture of Salable Ages 











The Equitable Life of New York has 
made an analysis of 12,000 policies, ex- 
cluding annuities, issued during 1936. 
The result shows the age bracket from 
which most of the business has come. 

Of the number applied for, 83 percent 
were on the lives of men and 17 per- 
cent on women. More than 68 percent 
of policies issued to men were applied 
for between ages of 20 and 39, and 71.5 
percent of women’s policies were also 
within this bracket, the upper and lower 
age limit inclusive. 

Of the men, 7.6 percent applied be- 
tween the ages of 10 and 19, 37.8 per- 
cent between 20 and 29, 30.4 percent 
between 30 and 39, 18.0 percent between 
the ages of 40 and 49 and 6.2 percent 
were over 50. Of the women, 15.1 per- 
cent applied between the ages of 10 and 
19, 49.2 percent between 20 and 29, 22.3 
percent between 30 and 39, 9.7 percent 
between 40 and 49 and only 3.7 percent 
of the women applicants were over 50 
years of age. 








very small company and had quarters 
in the heart of the “loop.” Mr. Arnold 
never has quite grown away from Chi- 
cago. He finds excuse to pass through 
the city frequently where he derives 
much pleasure from keeping alive the 
old associations of his youth. 
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Sales Up, Cost Down, with 
Penn Mutual’s Direct Mail 





PHILADELPHIA, June 10.—Busi- 
ness produced by the Penn Mutual Life 
agents directly attributable to direct 
mail pre-approach letters has increased 
50 percent during the same period that 
the number of letters mailed has dropped 
by almost exactly one-half. The Penn 
Mutual has beer aggressively in the di- 
rect mail field since the beginning of 
1929 and its experience has yielded some 
valuable data, such as the number of 
letters per month which an agent can 
profitably send out, the return in dollars 
for each letter mailed, and the type of 
prospect to whom the letters should be 
sent. : 

The mailing pieces sent out by the 
Penn Mutual are built around the com- 
pany’s national advertising. With them 
goes a letter over the signature of Ex- 
ecutive Vice-President John A. Steven- 
son, stating that the company’s repre- 
sentative, and giving his name, will call 
within a few days. It has been found 
that there is a very definite class of po- 
tential prospects to whom the mailing 
should be confined. They are not meant 
for the really “hot” prospects but rather 
for the suspects, about whom the agent 
has a limited amount of information and 
wants to get more so as to be able to 
classify him as a real prospect or else to 
take him off his prospect list. 


Best Number of Mailings 


About 15 names each month, or less, 
are the best number to work on, ex- 
perience has proved. In any event it 
should not run more than 25 names per 
month or the agent will not get around 
to see all the recipients promptly and 
their value will be largely lost. Best 
results are obtained by picking the most 
likely 15 or so names which the agent 
wants to check up on but to whom he 
has no direct avenue of approach, and 
with whom any sort of cold canvass 
would be entirely impracticable. 

According to Manager D. Bobb Slat- 
tery and Assistant Manager C. E. Yorke 
reduction of free offers of mailing has 
improved results. The procedure now 
is to have the free offers less frequently 
and to cut down the number of names 
to which mailings will be made entirely 
without charge. Agents now regularly 
pay only postage on the letters, although 
previously they paid an average of about 
5 cents per name, which included post- 
age. The result has been better with 
the present setup, although the number 
of mailings has been smaller. Appar- 
ently the free offers, though inducing 
many agents to avail themselves of the 
service, caused a hit-or-miss selection of 
names and probably a less thorough fol- 
lowup than where mailings were made 
systematically and as a part of the 
agent’s regular work schedule. 


,Peak Mailing in 1930 


The peak number of mailings was 
1930, when 228,506 letters were sent out, 
while the lowest number of mailings 
was 90,563 in 1934. The 1935 mailings 
were 114,251 and, while reports are not 
sent in from the field until some months 
have elapsed, in order to check off the 
business produced by the mailings, in- 
dications are that the 1936 figure will 
be somewhat lower than 1935, although 
business produced will be somewhat 
above the $5,945,381 which directly re- 
sulted from direct mail in 1935. 

About one out of four mailings results 
in an actual sale or a definite future 
prospect. On the basis of premiums re- 
ported by the field as resulting from 
direct mail, about $4.25 in commissions, 
including renewals, resulted from imme- 
diate sales alone. 


Large Number of Good Prospects 


The number of prospects uncovered 
who look like good bets for the future 
in the estimation of the agent is. of 
course, much higher than the actual 
business closed within three months 
after the mailing. The reports from the 





field indicate that about 10 definite pros- 


pects are uncovered for each one sold 


as a direct result of the mailing. 

Of course, a certain number of re- 
plies come in, but, while the percentage 
is quite respectable, it is somewhat re- 
duced by the fact that agents are not 
supposed to wait for replies and usually 
call on the prospect before he would 
have gotten around to replying. The 
percentage of replies to the number of 
letters mailed was slightly over 1 per- 
cent for 1935, while for the first 8 months 
of 1936 they were slightly below 1.5 
percent. 

Bulk from Non-Repliers 


As might be expected, by far the ma- 
jor part of the business comes from 
those who do not reply to the letters. 
For 1935 the volume from non-repliers 
was $5,146,207, as against $799,174 for 
those replying. For the first 8 months 
of 1936 the volume from non-repliers 
was $4,469,629, as against $549,245 from 
repliers. 

Following is a tabulation of business 
and prospects resulting from direct mail 
for the year 1935 and for 1936 through 
August, based on reports from the field. 
While agents are supposed to report on 
every person to whom a letter is mailed, 
quite a few of these suspects are not re- 
ported on and it is impossible to esti- 
mate how much in the way of extra 
business comes from these unreported 
prospects: 


1936 
(8 Mos.) 


1935 
Number mailed. 114,251 87,698 
Prospects ...... 15,256 11,365 
POPIIOS. 5 a.scccws 1,247 1,310 
Repliers: 
ee ee 258 169 
Volume ....... $ 799,174 $ 549,245 
Premiums ....$ 45,847.91 $ 20,681.07 
Non-Repliers: 
eo ee 1,582 1,329 
Volume. ....... $ 5,146,207 $ 4,469,629 
Premiums - $229,797.17 $172,207.05 





O. P. Van Sweringen Carried 
$780,000 in Life Insurance 





CLEVELAND, June 10.—In addition 
to the $75,000 personal accident policy 
held by the late O. P. Van Sweringen 
of this city with the Globe Indemnity, 
he carried $100,000 of accident coverage, 
divided between two other leading acci- 
dent writing companies. His life insur- 
ance, written by a number of offices, 
totaled $780,000. 

Maintaining that the death of Mr. Van 
Sweringen was caused by shock when 
the private car in which he was riding 
was struck by a switch engine, executors 
of the estate have entered: suit in the 
court of common pleas of Cuyahoga 
county against Globe Indemnity for the 
full amount of its policy. The contract, 
issued June 30, 1913, is of standard form 
and contains no special provisions. 


Air Catastrophe 
Cover Being Sold 





(CONTINUED FROM PAGE 1) 
company’s policyholders in a single ill- 
fated plane. 

Use of the current maximum retention 
is based on the idea that a single loss up 
to this amount is something a company 
can take in its stride but that a dis- 
aster bringing aggregate claims consid- 
erably in excess of this amount could 
make inroads on surplus which it would 
be desirable to avoid. The deductible 
amount could, of course, be made as 
much larger than the direct-writing 
company’s maximum retention as_ it 
might feel it could readily absorb with- 
out excess loss coverage. The plan does 
not cover pilots or other members of 
the plane crew. While the Sterling Of- 
fices’ catastrophe cover is aimed solely 
at passenger air plane crashes, it could 








also be extended for an extra premium 
to cover railroad or ocean liner dis- 
asters. 

Part of the interest in catastrophe 
coverage for passenger planes is very 
likely due to the increase in the num- 
ber of large business insurance policies. 
It is estimated that about half of the big 
policies currently written are for ‘busi- 
ness purposes. Many of these execu- 
tives use the air lines a great deal in 
order to conserve their time and may be 
expected to continue to patronize. the 
air ways when the latter provide service 
to Europe, much as they take it as a 
matter of course to use the domestic, 
Latin-American and trans-Pacific serv- 
ices today. 

Life companies have not been much 
bothered by catastrophe losses. Prob- 
ably the outstanding case at this time 
was the sinking of the “Titanic.” How- 
ever, this happened 25 years ago and 
when there were fewer big policyhold- 
ers than there are today. 


Boston C. L. U. Election 


Miss Corinne V. Loomis, associate 
general agent of the Paul F. Clark 
agency of the John Hancock, was re- 
elected president of the Boston C. L. U. 
at the annual meeting. She holds the 
distinction of being the first of her sex 
to acquire the degree of C. L. U. She is 
also the first woman to hold the presi- 
dency of the Boston chapter. Other 
officers elected were: Vice-president and 
secretary, M. L. Buchanan, Mutual Life; 
treasurer, James Daniels, Travelers. 


Sees Leaves Dixon Company 


J V. Sees, president Rural Bankers 
Life of Dixon, Ill., has resigned because 
of his inability to give sufficient time to 
that company’s affairs. Mr. Sees is also 
president of the Rural Bankers Life, 
South Bend, Ind., to which he will de- 
vote his entire time. In tendering his 
resignation, Mr. Sees expressed his ap- 
preciation for the cooperation he had re- 
ceived from Dixon officials. 


Actuarial Society Meeting 


The fall meeting of the Actuarial So- 
ciety of America will be held at the 
New Ocean House, Swampscott, Mass., 
Oct. 14-15. Actuarial study No. 6, “Dis- 
tribution of Surplus” by J. B. Maclean, 
associate actuary Mutual Life of New 
York, and E. W. Marshall, Provident 
Mutual Life, supplementary contributor, 
is issued. It is sold for $3. 


Automobile Committee Named 


The Life Advertisers Association has 
appointed its committee on automobile 
accident prevention, it being A. H. Red- 
dall, Equitable of New York, chairman; 
B. N.. Mills, Bankers Life of Iowa, J 
J. Doyle, Western & Southern Life, and 
Lew Palmer, safety engineer Equitable 
Life and former president National 
Safety Council. 


Is Continuing Billboards 


The Great-West Life has started its 
fourth year of billboard advertising in 
Canada and the United States with a 
new poster, to appear in key Canadian 
cities from Vancouver to Montreal, and 
in the United States from Detroit as far 
west as Minneapolis and St. Paul. The 
“Mother and Child” motif and blue and 
white color scheme are continued. 


Banker’s Views on Inflation 


PORTLAND, ORE., June 10.—Dur- 
ing inflationary periods one should in- 
crease his insurance estate in order to 
compensate for decreased dollar values, 
E. B. McNaughton, president First Na- 
tional Bank, declared in discussing in- 
surance under inflation. 

“There is nothing to be alarmed about 
by changing purchasing power of 
money, but rather, look back on the 
record of life companies in the last cen- 
tury, during which all such periods were 
successfully passed.” 











LEGISLATIVE 
e DIGEST e 


Texas—Bill permitting purchase of 
endowment life insurance by guardians 
for their wards signed by governor. 

New Hampshire.—The senate has re- 
ferred to the ways and means committee 
for further study a bill taxing annuity 
proceeds. The insurance committee was 
about evenly divided on the proposition, 
the majority report favoring the plan. 

Colorado—Mutual benefit bill signed 
by governor. 

Michigan—Act passed which creates 
a new group life classification. Banks, 
other financial institutions, or mercantile 
concerns handling installment contracts 
for considerable amounts would be per- 
mitted to insure, on a group basis, the 
lives of the persons indebted to them. 
Under bill reported out by house state 
affairs committee, every agent writing 
annuity business would be required to 
obtain a license from the securities 
board as well as from the insurance de- 
partment, 











Director Palmer of Illinois 
Showing Much Improvement 





Ernest Palmer, Illinois insurance di- 
rector, who is confined to St. John’s 
Hospital in Springfield, Ill., following an 
appendicitis operation, is now recuper- 
ating and the physicians believe that 
danger of complications is past. He is 
showing improvement every day. He is 
now receiving visitors. 


Supervisors to Hold Outing 


The Life Agency Supervisors of Chi- 
cago will hold their annual outing June 
22 at Elmhurst Country Club. The com- 
mittee in charge of arrangements con- 
sists of A. S. Ingersoll, associate to the 
general agent, Drew office Mutual Ben- 
efit; A. S. Kent, assistant manager 
Prudential, and R. C. Carson, life, acci- 
dent and group department manager 
Rockwood Company. 


Student Sales Demonstration 


PORTLAND, ORE., June 10.—L. H. 
Rotenberg, representing the Continental 
Assurance of Chicago, won first prize at 
the annual students’ sales demonstration 
for students of the school of business 
administration of the University of 
Oregon. The contest was sponsored by 
the Portland Life Underwriters Associa- 
tion and the Oregon Life Insurance 
Managers Association. Second award 
went to John Dickinson, Bankers Life 
of Nebraska, and third to D. B. Reed, 
Bankers Life of Iowa. 


Vetoes Investment Bill 


JEFFERSON CITY, MO., June 10. 
—Governor Stark has vetoed the bill 
which was designed to permit Missouri 
companies to invest in sound refunding 
bonds issued by various railroad, public 
utilities and other corporations during 
the past three years on the grounds that 
“it wanders far afield from the quiet 
security which trust funds should seek.” 


John Hancock Mutual representatives 
in the home office and field have re- 
ceived personal copies of the prize-win- 
ning company song. Charles Jacobs of 
the Harry Gardiner agency in New 
York City wrote the words and _ his 
wife, Effie K. Jacobs, wrote the music. 
The song, for which President Guy W. 
Cox personally awarded a prize of $500 
was chosen from over 200 entries by 
John P. Marshall, dean of the College 
of Music of Boston University, who 
acted as judge. 


Benjamin Maryland, 53, member of the 
Pittsburgh agency of the Ohio State 
Life, is dead from an infection which 
followed the extraction of a tooth. He 
joined the Pittsburgh agency 12 years 
ago and was one of its leading’ produc- 
ers. 
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Pittsburgh Gets 
Free 2-Day Show 


(CONTINUED FROM PAGE 3) 
He said he had a big fight to prevent 








or taxes being increased upon insurance 
aS companies. The only way in which the 

insurance cOmpanies suffered was 
e- through the increase in the net income 
ee tax from 6 to 10 percent. All insurance 


ty companies were exempted from this ex- 


aS cept domestic stock companies. 
n, In the 1937 session of the legislature, 
the problem was complicated because 
d there were SO many new members in the 
house and senate. Of the legislators 
25 46 percent were brand new; 34 percent 
- of them had only limited experience, 
* and only 20 percent were seasoned law 
is makers. That meant that the federation 
md had to acquaint many new legislators 
- with some of the insurance principles. 
. Many new contacts had to be made. 
. In the session of the legislature now 
g adjourning there were 59 proposals re- 
4 lating to insurance in general, 44 related 
“ to casualty insurance specifically, 33 to 
a surety, 19 to life and accident and 


health, 16 to fire, 15 to workmen’s com- 

pensation and one to fraternals. In all 

= there were 196 bills before committees 
relating to insurance. 

The savings bank life insurance bill 
. was not advanced. 

The codification of the insurance laws, 
introduced by Commissioner Hunt, was 
not advanced, due to lack of time. 

More bills that were objectionable 
were introduced than ever before. The 
federation will put out a summary of 
the legislative season. 


Three Simultaneous Sessions 


wwe aS t 


M. H. Diffenbaugh of Lancaster, na- 
tional councillor, was not present to 
make a report. He was reelected. 

A decision was reached to defer the 

: campaign for associate memberships. 

The next morning three sessions were 
conducted simultaneously. The life in- 
surance meeting attracted an attendance 
of about 250, being addressed by John 
> A. Stevenson and F. W. Ries, Jr., man- 
ager Canada Life, Pittsburgh. 

The fire and casualty conference was 
attended by about 75. Frank S. Kauff- 
man, Travelers manager, Pittsburgh, 
presided. Talks were given by Commis- 
sioner Hunt, A. W. Barthelmes, marine 
secretary National Union Fire, and E. 
W. Dart of Schiff, Terhune & Co., New 
York. 

The Philadelphia Health & Accident 
Alliance had a meeting which was at- 
tended by about 25. Elmer R. Deaver, 
president Progressive Life, Health & 
Accident, presided. Talks were given 
by Dr. G. A. Enion, W. S. Corey, vice- 
president Provident Industrial Life, 
Health & Accident, and Albert Ries, 
secretary Philadelphia Mutual Aid So- 
ciety. 

. Mr. Hunt, in his talk said that he did 
not intend to have his code passed at 
this session. He had it printed, and in- 
troduced. The idea is to have it dis- 
cussed so that it may be passed at the 
next session as a non-controversial 
measure. 

Has Warning Frown 


With a warning frown upon his face, 
he said that unless the insurance com- 
panies decide to get behind good leg- 
islation, they will be in the same posi- 
tion as the railroads and other public 
utilities. He said he was not pleased 
with the attitude of insurance compa- 
nies on the legislation that he 
wanted. The bills that he introduced, 
he said, were the result of his research 
and study and yet many of them were 
lobbied against or killed by the insur- 
ance companies. If that is to be the 
fate of his code, he said, “it does not 
augur well for the insurance business.” 

Mr. Hunt contended it is impossible 
to administer the department under the 
Present laws. Legislation must keep 
abreast of the times. He said the act 
regulating beneficial societies had been 
rewritten and repealed several times. 

owever, the beneficial societies coop- 
erated in passing a bill at the session 











now closing which should greatly im- 
prove the administration of those con- 
cerns. 

The department is greatly distressed 
by the problem of unauthorized insur- 
ance, he said. People get stung by these 
concerns and it is impossible to explain 
to them that it was their own fault. 
They ask what the government was do- 
ing, why they were not given protection. 
He said he had been threatened with a 
libel suit by the president of a concern 
,in Chicago against whom he had issued 
some warnings. He said that he had 
sent 15 agents of this concern to prison. 
He told of one non-profit concern that 
sold 1,629 policies and had assets of 
only $326. Yet they cannot be prose- 
cuted under the law. 


Industrial Life Bill 


The bill that was passed regulating 
industrial life insurance is progressive 
legislation, he said. Cooperation was 
received from the larger life companies, 
he declared. The best accomplishments 
of the session, he said, were the pas- 
sage of the bills regulating ‘beneficial 
societies and industrial life insurance. 

The bill to regulate group accident 
and health insurance was defeated. It 
was opposed by a few “special inter- 
ests,” he said. He said that care should 
be taken not to extend the group idea 
too far. If it is carried to extreme 
lengths, two or three city blocks might 
be roped off and those residing therein 
insured as the “Royal Order of Birds,” 
he asserted. 

He said that some favor permitting 
labor unions to write their own insur- 
ance. ‘Mr. Hunt said he opposes this 
idea. He is against any plan where- 
under the sole contribution comes from 
the employe. 

The life companies cooperated “‘splen- 
didly” he said. However, he said he 
desired to give a warning to those com- 
panies “that can’t see beyond the end 
of their nose.” 

He said the department gets lots of 
complaints concerning fraternals. Most 
of the complaints come from older peo- 
ple who have been insured on the annual 
renewable term basis and whose pre- 
miums are now of staggering dimen- 
sions. He told of a complaint from a 
fraternal policyholder who had $500 pro- 
tection and had paid $830 premiums in 
all. He now has to pay $46 a year. 

Of the 23 departmental bills that were 
introduced, only three were defeated, he 
said. 

The department intends to begin hold- 
ing hearings in the fall on the code bill. 

Chief Ross B. Davis of Philadelphia 
was presented at the banquet with a 
handsome plaque of the Insurance Fed- 
eration for outstanding accomplishment 
for conservation of life and property. 
The presentation was made by Mayor 
Scully of Pittsburgh. The chief was sur- 
prised. He was in Washington, D. C., 
attending the meeting of the Eastern 
Fire ‘Chiefs Association. He was reached 
there by Jay N. Jamison and was induced 
on some pretext to make the trip to 
Pittsburgh. After receiving the award 
he went back to Washington for the 
rest of the Fire Chiefs session. This is 
the first time such an award has been 
made by the federation. It will be an 
annual event hereafter. 

Chief Davis was injured last April 
when he and nine other firemen were 
trapped in a burning paint factory by a 
collapsed floor. He hobbled to the ros- 
trum on crutches. 

At the afternoon session the second 
day there was a rather small attendance. 
Thomas B. Donaldson, vice-president 
Eagle Fire of New Jersey, former Penn- 
sylvania commissioner, presided. F. L. 
Madden, policy analyzer Pennsylvania 
-department, gave a talk on ‘“What’s in 
the Policy?” He spoke at considerable 
length, telling some of the considera- 
tions that are involved in passing upon 
policy conditions and clauses. He de- 


voted a large part of his time to the 
industrial policies and the new law gov- 
erning industrial insurance. 

H. M. Starling of the Association of 
Casualty & Surety Executives gave a 





talk opposing the idea of compulsory 
automobile liability insurance. 

F. A. Hoffman, special agent Mutual 
Fire of Chester County, gave a demon- 
stration with some interesting equip- 
ment on the “Whys and Wherefores of 
Unknown Fires.” 

Following the banquet, a pageant was 
staged under the auspices of the Penn- 
sylvania Fraternal Congress. 


Jamison Had General Charge 


Jay N. Jamison, vice-president of the 
Reliance Life, was appointed general 
chairman of the Pennsylvania Insurance 
Days’ program at a meeting in January 
when he was at home ill for a three day 
period. He was reluctant to assume the 
responsibility but the leaders assured 
him that there was no work involved 
and that it was merely an honorary posi- 
tion. Mr. Jamison, however, found out 
otherwise. The preparation consumed a 
lot of time and attention and during the 
meeting itself he was wanted in a dozen 
different places at the same time. 


Pittsburgh Achieves Honors 


A. F. Haas, manager of the Pitts- 
burgh agency of the Mutual Life of 
New York, has announced that five rep- 
resentatives of the agency are on the 
company’s list of 100 leading producers 
for April, out of approximately 8,000 





representatives. 


Out of the 50 best nation-wide records 
in lives insured, M. V. Hyde ot New 
Caste, Pa., stood No. 3; W. K. Rennie, 
Glassport, Pa., 40th; J. N. Latiano of 
Ellwood City, Pa., 42nd and W. B. 
Lichliter of Somerset, Pa., 43d. In vol- 
ume of paid-for business Charles Ben- 
jamin of Pittsburgh stood in 7th posi- 
tion and Mr. Hyde 25th. 

Out of 75 agencies, the Pittsburgh 
occupied sixth place on the two lists of 
the 50 best records in lives insured and 
volume. 


Sturtevant Addresses Collegians 


R. B. Sturtevant, who just recently 
went with the Ohio National Life to 
open a reinsurance department, ad- 
dressed the senior class in the actuarial 
department of the University of Michi- 
gan recently on the subject of reinsur- 
ance. 


’ 


E. E. Smith Gives Radio Talk 


Necessity for a planned life insurance 
program in every family, which takes 
care first of the most urgent aemands 
that can be anticipated, was urged in 
address over KGLO, Mason 


an City, 
Ia., recently by E. E. Smith, agency 
secretary Equitable Life of Iowa, Des 
Moines. 
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45 Years of Public Service 


“Forty-five years of public service” 


is approximately one-quarter 


the age of Life Insurance as an institution, and can probably be 
regarded as the life-span of the Life Insurance of today. During 
these forty-five years, the Great-West Life has grown phenomenally, 
and its strength has grown in proportion to the amount of its Life 


Insurance in Force. 


In lives insured, in amount and diversification 


of assets, in financial position and in service to policyholders, this 
company is among the giants of North American Life Insurance. 
Through its widespread agency organization, it offers ‘‘a policy for 


every person and purpose.” 


‘GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE - 


ASSETS - - = = = = 


INSURANCE IN FORCE- - 


WINNIPEG, CANADA 


$150,005,674 
$575,844,591 



















THE NATIONAL UNDERWRITER 








June 11, 1937 











Eprrorrat Comment 








Life Insurance Embellished 


A Few weeks ago at a sales congress 
Jurian S. Myrick, general agent MuTUAL 
Lire of New York in New York City, 
criticised the tendency seen in some quar- 
ters for companies to put out policies 
under fancy, and highly embellished titles 
in order to stimulate sales and to give the 
agent a talking point. The thought in 
Mr. Myricxk’s mind was that this is some- 
what deceptive in that the agent goes to 
the prospect with the thought that he has 
something entirely modern, stream lined 
and air conditioned that should replace 
his old-fashioned insurance. Mr. Myrick 
called attention to the fact that it is 
really the old-fashioned insurance that 
is the best. There has been no great 
improvement over the fundamental poli- 
cies that give the utmost in life insur- 
ance protection. 

R. €. McCankIe, associate actuary 
Eguitas_eE Lire or Iowa, in his presi- 
dential address before the AMERICAN IN- 

' STITUTE OF ACTUARIES, dwelt on the same 
subject, declaring that companies in- 
stead of stressing the essential benefits 
that have made life insurance what it 


is, have put out wares in sugar coated 
packages, which appeal to the buyer in 
order to increase volume. He asserted 
that the present interest in the subject 
of security will make the buyer look 
underneath the sugar coating and try to 
discover the real meat in the product 
he is purchasing. 

Life insurance during the last few 
years has been more difficult to sell be- 
cause of economic and business condi- 
tions. Companies have endeavored to 
assist their agents in every possible way. 
Perhaps some have gone too far in their 
embellishments of policies .or have 
strained a point in the éffort to produce 
some contract or add some new wrinkle 
that would give the agents a talking 
point. When a company brings out 
something new or different it does af- 
ford the agent an opportunity to ap- 
proach his prospect from a different 
angle and with more ease. 

When, however, the real merit of a 
contract is hidden by tassels there is 
great danger of the public being misled 
in what is being bought. 


Danger of Over-Programminy 


THERE are many conventions and 
meetings carried on by insurance or- 
ganizations and groups these days. As 
Ratey FE, RICHMAN of THE NATIONAL 
UNDERWRITER staff, in commenting on 
the excellent annual gathering of the 
New York STATE ASSOCIATION OF LOCAL 
AceEntTs, said, “There was still the usual 
overcrowding of the program, leaving 
no time for the give and take of dis- 
cussion which frequently brings out the 
most helpful points as well as providing 
the greatest stimulation.” 

It is almost a universal criticism that 
can be justly applied to these conven- 
tions that the program makers are over 


ambitious and jam too many set talks 
or features into a session. Usually the 
sessions do not ‘begin on time and hence 
there is embarrassment because the 
wheels are moving too slowly and 
people become fatigued. A program of 
set talks does not give that facility and 
elasticity that really make insurance 
meetings vital and constructive. If the 
program makers erred on providing too 
little in the way of set pieces and 
allowed the audience itself to create a 
schedule spontaneously the interest 
would be more keen and the results 
more beneficial to those who were in 
attendance. 


Power of Supervision 


Tue greater steadiness of industrial 
life new business production before, dur- 
ing, and after the depression may well 
be of significance to executives in the 
ordinary end of the business who may 
be wondering about the wisdom of go- 
ing farther with the present trend 
toward closely supervising agents in the 
field. Dealing mainly with a class of 
buyers which was presumably the hard- 
est hit by the depression, the record of 
the industrial agent has been notable by 
its lack of extremes either up or down, 
as compared with ordinary. 

Supervision appears to be the answer. 
In spite of occasional individual stars 


who are so good that they operate bet- 
ter without supervision, it seems to be 
a fact that the average man or the aver- 
age life insurance agent works better 
under competent management than 
when he has to act as his own boss. Nor 
does supervision mean that the agent 
must sacrifice earnings when he turns 
over the guidance of his work to an- 
other and concentrates solely on doing 
what he is best fitted to do. Average 
earnings of the agents of leading indus- 
trial-writing companies are the envy of 
most agents of ordinary companies or 
would be if they knew about them. 

No one would be so rash as to pro- 








pose that the rigid supervision received 
by industrial agents should be applied 


jto ordinary company representatives. 


The law of diminishing returns probably 
operates much sooner where close super- 
vision of ordinary agents is concerned. 


At the same time, the record of indus. 
trial production certainly endorses the 
policies of those who favor the carrying 
of intelligent control and supervision of 
ordinary agents to its national and log. 
ical limit. 








PERSONAL SIDE OF BUSINESS 





Joseph M. Gantz, Pacific Mutual gen- 
eral agent at Cincinnati, left for the 
Pacific northwest with his wife and 
daughter following his talk at the Na- 
tional Accident & Health Association’s 
annual meeting in .Mlwaukee. This is 
his first vacation in several years and 
follows a strenuous period of speaking 
engagements in addition to his regular 
work. 

The Civitan Club of Columbus, O., 
has elected W. A. Robinson, actuary 
Ohio insurance department, its presi- 
dent. 

This month Nicholas Harper observes 
his 35th year of service with the John 
Hancock Mutual Life in Indiana. His 
contract was completed June 1, 1902, 
when the company was just 40 years old 
and the Indiana agency, with Indianap- 
olis headquarters, 10 years old. Mr. 
Harper is the second oldest man in the 
agency, both in point of age and service. 
He is vice-president of the 20-Year 
Club, an organization of men with the 
company 20 years or more. Through- 
out June he will receive many messages 
from his policyholders, as well as busi- 
ness associates. 

N. K. Allison, associate manager in 
charge of the Connecticut General’s Chi- 
cago office, has gone on a six weeks 
European trip in company with a 
brother. 


C. A. Moore, president Liberty Life 
of Topeka, Kan., spent a week in Los 
Angeles on an agency visit, leaving for 
San Francisco for a few days visit be- 
fore returning to the home office. June 
is “President's month.” 


J. E. Conklin, Equitable of New York 
district agent, and vice-president Hutch- 
inson (Kan.) Life Underwriters Asso- 
ciation, is attending the meeting of Ro- 
tary International in Nice, France. He 
is president-elect of the Hutchinson. Ro- 
tary Club. 


H. C. Lawrence of Newark, general 
agent Lincoln National Life in northern 
New Jersey, will celebrate his 15th an- 
niversary as general agent July 1. He 
was voted the “most valuable agent” of 
the company for 1936. 


Mrs. Effie M. Boone of Greensboro, 
N. C., announces the marriage of her 
daughter, Marjorie Doris, to Karl Ljung, 
Jr., Friday of last week. Mr. Ljung 
needs no introduction to the life insur- 
ance fraternity. He is one of the big 
factors in the Life Advertisers Associa- 
tion. As assistant secretary of the Jef- 
ferson Standard Life, he has charge of 
its publicity, advertising and getting out 
agency sales material. He is a good fel- 
low extraordinary. 

The newlyweds are spending their 
honeymoon at the Park Central hotel 
in New York City. A member of THE 
NATIONAL UNDERWRITER staff, in refer- 





ring to the bride who is connected also 
with the Jefferson Standard Life, states, 
“Mr. Ljung is marrying a very beautiful 
little girl and, brother, I mean beautiful.” 


W. B. Griffin, for many years with the 
Life of Virginia in Atlanta, died in Dan- 
ville, Va. He was transferred to Balti- 
more about 12 years ago and served for 
ten years as manager there, returning to 
Atlanta two years ago. 


G. H. Newbauer, Indiana commis- 
sioner, is owner of a fine pointer dog 
which has been reaping a handful of 
blue ribbons during the past three weeks, 
Winning first place in his class at dog 
shows in Cincinnati, Fort Wayne, An- 
derson, Ind., and Indianapolis, the dog 
also was reserve winner at Fort Wayne 
and Anderson, and in a show at Indian- 
apolis also took first honors for local 
dogs. He is two years old, with the reg- 
istered name of “Risser Markable,” but 
known to his intimate friends as “Mark.” 

John J. King recently completed 25 
years’ service with the Hooper-Holmes 
Bureau. He became vice-president in 
1912 and president in 1930. Under his 
leadership the bureau has greatly in- 
creased its scope and patronage, and 
today is recognized as one of the lead- 
ing institutions of its type in this coun- 
try and Canada. 


Many life insurance officials who at- 
tend meetings of the National Associa- 
tion of Insurance Commissioners have 
come in contact with Lamar Hill, vice- 
president and general counsel of the 
America Fore fire group. They will be 
distressed to learn of the death of Mrs. 
Hill, which occurred at their home in 
New York City Monday, following an 
illness of over two years. 


Vice-President John M. Laird of the 
Connecticut General Life and Mrs. Laird 
sailed Tuesday on the “Queen Mary” 
for several weeks’ tour of Europe. They 
will visit France, Switzerland and Italy. 


W. W. House, general agent New 
England Mutual Life, Hartford, and a 
district governor of Rotary Interna- 
tional, is in Europe attending the Rotary 
convention. He will return to Hartford 
in about a month. 


H. S. Griswold, general agent Mutual 
Benefit, Hartford, is critically ill. Mr: 
Griswold who has held his post many 
years, is 79 years old. 


F. J. Williams, 56, second vice-presi- 
dent Metropolitan Life in charge of Pa- 
cific Coast territory, died at St. Luke’s 
Hospital, San Francisco, June 6 follow- 
ing a brief illness. He had undergone 
an operation for acute appendicitis May 


25 and was believed on the road to re- | 


covery. 

Mr. Williams had been with the Met- 
ropolitan Life since April 17, 1905, en- 
tering as an agent, in Genesee, N. Y. 
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being made assistant manager of the dis- 
trict a year and a half later. He was 
promoted to manager in May, 1909, serv- 
ing successively at Kingston, Batavia, 
Jamestown and Syracuse, N. Y.; What 
Cheer, R. I. and Salina, N. Y. In 
March, 1924, he was made superinten- 
dent of agencies, serving as head of the 
sales force in New York state, later in 
Canada, finally in New England. In 
July, 1928, he was appointed third vice- 
president in charge of the Pacific Coast 
head office. He directed work in Cali- 
fornia, Oregon, Washington, Idaho, 
Montana, Utah and Colorado. He was 
made second vice-president a year ago. 

President Isaac Miller Hamilton of 
the Federal Life of Chicago, who has 
been on a world trip, will arrive in New 
York on the Italian liner “Rex,” June 
24. He left Chicago March 5. Follow- 
ing his aerial tour of England, Scotland 
and Ireland he flew to Berlin, Vienna 
and Budapest and then on to Paris to 
spend a few days before leaving for Nice 
where he will attend the Rotary inter- 
national convention. 

M. M. Moore, 45, Indianapolis general 
agent Massachusetts Mutual Life, died 
there after three weeks illness. He had 
been with the Massachusetts Mutual 20 
years and had been general agent for 
three years. A _ brother, George C. 
Moore, is in the insurance business in 
Indianapolis. 

Vice-President C. O. Fischer and 
Superintendent of Agents W. M. Benton 
represented the home office at the 
funeral. 

B. R. Modeland, secretary of London 
Life branches in Toronto, died from in- 
juries received in an automobile acci- 
dent. 

John C. Goode, for many years Rich- 
mond, Va., general agent of the State 
Mutual Life and a former president of 
the Richmond Association of Life Un- 
derwriters, who was elected commis- 
sioner of revenue of Richmond four 
years ago, is up for reelection this year. 


M. A. Linton, president of the Provi- 
dent Mutual Life, and Mrs. Linton 








In Hall of Fame 














MAJ. W. CALVIN WELLS 


Maj. W. Calvin Wells, vice-president 
and general counsel of the Lamar Life 
of Jackson, Miss., former chairman of 
the Legal Section of the American Life 
Convention, and very prominent in that 
body, has been honored by the Uni- 
versity of Mississippi law school. He 
is a former president of the Mississippi 
Bar Association. A portrait of Mr. 
Wells has been hung in the “Gallery of 
Notables” at the law school. 

Three generations of the Wells family 
have graduated from the university law 
school. He is a member of the law firm 
of Wells, Wells & Lipscomb of Jackson. 








sailed for Europe to be away about two 
months. Mr. Linton, who is president 
of the Actuarial Society of America, will 
attend the sessions of the International 
Congress of Actuaries. 








NEWS OF THE COMPANIES 





Expect Year Before Any 


Pacific States Payments 





Payment of dividends in liquidation of 
the Pacific States Life of Denver, now 
in liquidation by the Colorado insurance 
department, will not be made for at least 
another year. Due to litigation, the 
state supreme court must decide all legal 
questions, and since its docket is con- 
gested, considerable time is expected to 
elapse before the decision, although the 
liquidator is asking the tribunal to ad- 
vance the case due to the large number 
of persons affected. 

The Colorado department took over 
the company April 20, 1935, and F. M. 
Standart, special deputy commissioner, 
is in charge of liquidation. There are 
10,000 claimants, with claims totaling 
about $4,000,000. Of these 24 claimants 
have appealed to the supreme court on 
the ground the district court of Denver 
erred in not giving priority to death and 
other classes of claims maturing prior to 
the order of liquidation, over the claims 
of living policyholders. 

Even when dividends are paid, they 
will necessarily be very small, since the 
company’s assets are only a small frac- 
tion of total indebtedness. Few assets 
proved to be of value carried on the 
company’s books, and many have proved 
worthless during the liquidation period. 
The main sources of funds have been 
two deposits of securities with the Colo- 
trado department, one covering the Pa- 
cific States Life capital and optional re- 
Serve deposit and the other made by 
the Farmers Life prior to reinsurance 
by the former carrier. Some _ bonds, 
cash and heavily mortgaged apartment 








buildings, as well as farm mortgages, 
comprise the remaining assets. 


Pay Federal Union Claims 

The plan for the rehabilitation of the 
Federal Union Life which was approved 
a few days ago by the common pleas 
court at Columbus will go into effect 
July 1. The first act will be to pay death 
claims in-the order in which they were 
filed. It is said the company has about 
$500,000 for this purpose. A lien of 65 
percent will be placed against reserves 
on each policy, but this will not affect 
those who continue to pay their pre- 
miums, except for the interest on the 
liens. The Ohio department, which filed 
the rehabilitation plan, will have 120 
days in which to pay the claims, but it 
is believed they can all be settled in 60 
days. 


Benefit Association Reinsured 


The Damon Mutual Benefit Associa- 
tion of Oklahoma City has been rein- 
sured by the Santa Fe National Life 
of Oklahoma City. Approximately $1,- 
000,000 insurance in force in Oklahoma 
was transferred. 











New Acacia Managers’ Contract 


Among actions taken at the recent 
meeting of the board of Acacia Mutual 
Life was approval of a new branch 
managers contract. This has been under 
study in the home office for a long time 
during which Acacia managers were in- 
vited to give their ideas. 

During a recent managers conference 
held in Washington, William Montgom- 
ery, president, presented the tentative 








contract which was based not only on 
current study but also on satisfactory ex- 
perience with principles in the old form. 
All participating in the conference 
signed their respective contracts and 
asked the board to endorse the change. 


Report First Year’s Results 


At the first annual meeting of the 
Guaranty Life, Jacksonville, Fla., it was 
reported that $3,000,000 had been writ- 
ten the first year of operation. It now 
has agencies in Jacksonville, Gainesville, 
West Palm Beach, Lakeland, Miami, St. 
Petersburg, Perry and Tampa. Presi- 
dent William D. Morgan presided. 


Dr. Sage Now in Charge 


Following retirement of L. A. Irons, 
executive vice-president Southern Life, 
Atlanta, Dr. D. Y. Sage, vice-president, 
is acting executive and in charge of the 
offices in Atlanta. The annual stock- 
holders’ meeting will be held early in 
July, when a successor to Mr. Irons 
probably will be named. 


Withholds 1937 Payments 


LINCOLN, NEB., June 10.—Direc- 
tor Smrha, in temporary charge of af- 
fairs of the Cosmopolitan Old Line Life, 
has been paying off all thrift contracts 
that matured in 1936, under an order of 








the court, together with annuities and 
death claims, but will withhold payment 
on all 1937 contracts and cash sur- 
renders until the company’s status has 
been legally determined, a group of 
policyholders having asked that it be re- 
turned to them. While the company 
has been inactive it has lost little insur- 
-— in force and has a satisfactory sur- 
plus. 


Columbian Mutual Hearing Set 

MEMPHIS, TENN., June 10.— 
Chancellor Bejach will hold a hearing 
Sept. 14 on the petition of five Missis- 
sippi policyholders to place the Colum- 
bian Mutual Life in receivership on an 
allegation of involvency and the further 
charge that contract rights have been 
violated by voting assessments against 
certificate holders. 

The receivership petition filed early 
in May was met promptly by denials by 
George W. Clayton, president and Scott 
Fitzhugh, general counsel, supported by 
Commissioners Williams of Mississippi 
and McCormick of Tennessee who cited 
the conference examination report com- 
pleted early in March. 








Has “Horse Race” Contest 
The Ohio State Life has launched a 
contest, which it has termed the June 
Handicap Racing Contest. Agents have 
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been designated as jockeys, and each has 
been assigned to some well known racer. 
There are to be five “thrilling” races and 
15 cash prizes are to be awarded the 








winners, together with other prizes. An 
application for $1,000 of insurance gets 
the jockey and his horse out of the 
stable onto the track. 








AmonG CompPpANy MEN 





Ira Cunningham Is Advanced 


Becomes Assistant Vice-president of the 
Occidental Life and Manager 
Home’Office Agency 








Ira C. Cunningham has been elected 
assistant vice-president of the Occidental 
Life of Los Angeles. Coincident with 
his new official position he took over 
direction of the home office agency at 
Los Angeles, relinquishing his former 
post of superintendent of agencies, which 
will remain vacant. 

M. F. Branch, former manager of the 
home office agency, has been appointed 
branch office manager at Oakland, Cal., 
succeeding G. T. Carmona who resigns 
to reenter personal production for the 
company. Mr. Carmona, prior to becom- 
ing Oakland manager, was one of the 
company’s best personal producers in 
the Bay area. 

Mr. Cunningham is completing his 
30th year of continuous service with 
Occidental. Starting in Long Beach as 
a personal producer, he rapidly advanced 
to organization posts and was sent to 
pioneer in Oregon and Washington. He 
was called to Los Angeles in 1926 to 
become manager of the home office 
agency. From 1932 to his election as 
superintendent of agencies late in 1935, 
Mr. Cunningham also was southern Cal- 
ifornia division manager for Occidental. 

Mr. Branch started in life insurance a 
decade and a half ago at Stockton, Cal., 
with the Western States Life. His early 
record in personal production was so 
marked that he was soon sent to San 
Francisco as manager of its Golden Gate 
branch, a post he held until the Califor- 
nia-Western States merger. He then 
went to Sacramento as superintendent 
of agencies for the combined company 
for a period before becoming head of 
the Hamilton National’s agency depart- 
ment. When the Hamilton National 
was absorbed by the Occidental, he 
joined the latter’s home office agency as 
assistant manager and succeeded Mr. 
Cunningham as manager.in March of 
1936. Mr. Branch led the home office 
agency in 1936 to its greatest year in 
paid production. 





T. C. Sharp Advanced 


The Great Southern Life has ap- 
pointed T. C. Sharp, Jr., agency assist- 
ant in the home office. Mr. Sharp went 
to the Great Southern as a personal pro- 
ducer in June, 1932. 

He was with the Houston city agency 
until the spring of 1935, when he was 
made supervisor of the coast division, in 
charge of developing 21 counties adja- 
cent to Houston. 


Promote Monarch Life Men 


Promotion of two Monarch Life of 
Canada men has been announced. 

A. J. Bures, formerly supervisor of 
field service and advertising has been 
appointed supervisor for Winnipeg. He 
joined the Monarch Life in 1924. He 
took charge of the field service and ad- 
vertising department in 1931. 

C. B. Jackson of Saskatoon has been 
promoted to succeed Mr. Bures in 
charge of advertising, publicity, educa- 
tion and field service. Mr. Jackson has 
been with the company for several years 
and has distinguished himself as a per- 
sonal producer, ranking fifth last year. 


Name W. A. Jenkins Actuary 


W. A. Jenkins has been elected ac- 
tuary of the Teachers Insurance & An- 
nuity of New York. Sometime ago 
announcement was made that Mr. Jen- 











kins, who was formerly underwriting 
secretary of the Lincoln National, 
would go with the Teachers. Dr. R. B. 
Robbins, heretofore secretary and actu- 
ary for annuities, has been elected vice- 








secretary and R. L. 
Mattocks, actuary for insurance, be- 
comes associate actuary. Mr. Jenkins 
had been with Lincoln National since 
1931. Previously he was with the L. A. 
Glover firm of consulting actuaries in 
Chicago. 


Goes to Berkshire Life 
MONTREAL, QUE., June 10.—Her- 
bert C. Dunkley, who has been with the 
home office of the Montreal Life, has 
resigned to become assistant actuary 
of the Berkshire Life. 


president and 











LirE AGENCY CHANGES 





Guarantee Mutual Changes 





Company Announces Five New General 
Agency Appointments in West- 
ern Territories 





The Guarantee Mutual Life has pro- 
moted Fred Sherman of Seattle to gen- 
eral agent for 15 western Washington 
counties. Mr. Sherman has represented 
the Guarantee Mutual as an agent in the 
Seattle district for the past seven years, 
and his outstanding record as a persona! 
producer together with his ability as an 
agency builder were important factors 
in his selection. Mr. Sherman’s new of- 
fices are at 624-25 Skinner building. 

W. K. Miller, general agent at Ord, 
Neb., is transferred to Kansas City, Mo., 
effective June 15. Mr. Miller, who was 
an officer of a building and loan associ- 
ation in Kansas ‘City for several years, 
will return to his former home city as 
general agent for nine Missouri and three 
Kansas counties. The Miller agency 
will operate in Kansas City in addition 
to the Gardiner agency, which has rep- 
resented the Guarantee Mutual for sev- 
eral years. 

The following new general agents 
have also been recently appointed: F. S. 
Young of Shenandoah, for the past six 
years district agent for the Northwest- 
ern Mutual Life, as general agent for 
eight southwestern Iowa counties; A. 
W. Riness, of Elba, Neb., as general 
agent for the 11 north-central Nebraska 
counties formerly under supervision of W. 
K. Miller. Mr. Riness is a newcomer to 
the business, having been employed dur- 
ing the past five years as a field repre- 
sentative of the collection division of 
the Federal Land Bank of Omaha. A. C. 
Leavel of Winfield, Kans., is named gen- 
eral agent for six southern Kansas 
counties. 





Henry Lonergan Promoted 


Following the resignation of R. P. 
Baird as general agent at Albany, N. Y., 
the Aetna Life has placed H. N. Lon- 
ergan in charge there. He has been 
with the Aetna Life since January, 1922, 
when he joined the New York office as 
group representative. Later he went to 
Los Angeles and again returned to New 
York, and the past four years he has 
been with the Cincinnati office as super- 
visor. 

A graduate of Brown, he was first 
associated in a business way with the 
United Fruit Company in one of its 
Central American branches. 





Goes to Chicago Office 


E. S. Hewitt has been appointed field 
supervisor of the Zimmerman general 
agency Connecticut Mutual Life, Chi- 
cago. C. J. Zimmerman is succeeding 
S. T. Chase as general agent in that city. 
Mr. Hewitt has been agency assistant 
at the head office. He has been in the 
business for eight years and is familiar 
with the Chicago area. 


Opens Cheyenne Office 
CHEYENNE, WYO., June 10.—S. 
D. Long, president Pathfinder Life, on 
a three-day business visit in this city, 
established Wyoming state office here. 











He appointed as state superintendent 
B. O. McBride, who came recently to 
Cheyenne from Casper, Wyo. The 
Cheyenne office is the first of several 
Wyoming agencies which will be estab- 
lished. 


Denver Western Headquarters 


The Reliance Life has established 
headquarters for the western division 
at 741 Gas & Electric building, Denver, 
which will handle all the territory from 


the Mississippi river to the Pacific 
Coast. V. J. Adams, superintendent of 
agencies western division, has moved 


there from Los Angeles. 





McCready Mansfield General Agent 


B. V. McCready has been named gen- 
eral agent of the Franklin Life for 
Mansfield, O., and adjacent territory. 
He was born in Mansfield but lived in 
Colorado for many years and was for 
five years manager of the Northern Life 
in Denver. Not long ago he returned 
to Mansfield and joined the Cox general 
agency there. 





Dempsey Heads Department 


A. S. Dempsey, life insurance man of 
long experience in the Twin Cities, has 
been appointed manager of the life de- 
partment of Wirt Wilson & Co., Minne- 
apolis. 


Ward St. Louis Manager 


E. J. Ward, supervisor at Jefferson 
City, Mo., for the Business Men’s As- 
surance, has been made manager of the 
St. Louis office. 


Equitable’s New Ohio Office 


The Equitable Life of New York has 
opened an office in Dayton, O., with C. 
W. Night of Cincinnati as manager. The 
Dayton office has been a branch of the 
Cincinnati office. The Dayton territory 
will include 19 counties in southern Ohio 
and 15 in northeastern Kentucky. 











Strater Named at Mansfield, O. 


A. W. Strater has been named by the 
New York Life in charge at Mans- 
field, O. 





Opens Downtown Denver Office 


A downtown sales office under the 
supervision of J. F. Reinhardt will be 
opened in the Symes building, Denver, 
by the Capitol Life. B. P. Cantrell is 
agency director in charge of home office 
territory. 


Reject Cochrane’s Trip Cost 

DENVER, June 10.—The Colorado 
state executive council has refused to 
authorize an expenditure of $319 for a 
projected trip of Commissioner Cochrane 
to the annual convention of the Na- 
tional Association of Insurance Com- 
missioners in Philadelphia this .month. 
The action was taken despite a letter 
bearing signatures of six important insur- 
ance officials of Colorado pointing out 
that Mr. Cochrane is a member of the 
commissioners’ executive committee and 
it was imperative for him to attend. 
This was the second time the council 
rejected the expense proposal. 








Sole General Agent of 
Berkshire in Pittsburgh 











W, RANKIN FUREY 


W. Rankin Furey, son of the late W. 
M. Furey, has been appointed sole gen- 
eral agent of the Berkshire Life in Pitts- 
burgh. The son and father were in 
partnership under the firm name of W. 
M. Furey & Son. W. R. Furey has 
made a big success since entering the 
firm and is highly regarded. 


CHICAGO 


NO SUCCESSOR TO BOKUM CHOSEN 


No successor to the late N. H. Bokum 
as chairman of the life insurance section 
of the Chicago Association of Commerce 
will be selected until the end of this 
year. While there is no regular vice- 
chairman, J. F. Oates of Hobart & 
Oates, Northwestern Mutual Life gen- 
eral agents, will be asked to head this 
section if any contingency arises in 
which it would be called upon to act. 

Mr. Bokum of the Bokum & Dingle 
agency Massachusetts Mutual Life, died 
three weeks ago after several months’ 
poor health. His office is being carried 
on by J. H. Dingle, his partner, pending 
reorganization of the agency. 

i 
LIFE MEN WIN CIVIC HONORS 


The Junior Association of Commerce 
of Chicago has elected Letcher Lusby, 
III, of the W. H. Siegmund unit, Sloan 
agency Equitable Life of New York, 
president. This marks the first time in 
six years that a man not in the utilities 
business won the past and the contests 
were very spirited. 

Mr. Siegmund was named a member 
of the board. Another member is Rich- 
ard Swander, real estate loan department 
New York Life. 

ROYER AGENCY INCREASE 


James M. Royer general agency of 
the Penn Mutual, successor in ‘Chicago 
to the former A. E. Patterson Agency, 
has shown a consistent plus in paid for 
life insurance each month in 1937. May 
paid life volume was 7.6 percent over 
May, 1936, and for the first 5 months of 
1937 the plus was 9 percent over the 
same period of last year. Mr. Royer 
took over this agency Jan. 1 of this year. 


* x * 
MANAGERS IN MULTIPLE OFFICES 


Managers of life departments of 
agencies doing a multiple line business 
have different problems than general 
agents or supervisors having jurisdic- 
tion solely over life insurance producers. 
The multiple line office has insurance 
solicitors and brokers who for the most 
part are dealing with all kinds of in- 
Most of these are full time in- 
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surance men. The object of the man- 
ager is to stimulate interest in life in- 
surance and to devise plans whereby 
these producers can cash in on their 
acquaintance and clients and build up 
life insurancesalong with other lines. 
In a city like Chicago there are a num- 
ber of such offices. Large agencies like 
Ww. A. Alexander & Co., Moore, Case, 
Lyman & Hubbard, Critchell, Miller, 
Whitney & Barbour, Griffin, Ingram 
& Pfaff, Marsh & McLennan, Fred S. 
James & Co., Joyce & Co., Eliel & Loeb 





Co., Rollins, Burdick, Hunter Co., Rock- 


wood Company, E Besser & Co., 
H. Beard & Co., Stewart, Keator, Kess- 
berger & Lederer, and others have well 
organized life insurance departments 
and are doing a substantial business. 
There has been some talk about the 
life managers in these offices forming an 
organization although no definite plans 
have been made. It would seem chat 
these managers have specific problems 
that might well be subject to discussion 
and conference. 








LIFE SALES MEETINGS 





Kentucky Home Agents Meet 





Annual] Convention Held in Louisville 
with Trip to Stephen Foster’s 
Home 





The annual agency convention of the 
Kentucky. Home Mutual Life was held 
for three days in Louisville. In the last 
year, it was reported, the agency organ- 
ization has about doubled and in 1936 
paid business approximately tripled. 
L. C. Cortright, vice-president and ac- 
tuary, presided at the opening session. 

The financial statement and conven- 
tion examination just completed were 
discussed. President Ellsworth Regen- 
stein spoke on “Our Company, Its Past, 
Present and Future.” The afternoon 
session was opened with a special broad- 
cast over station WGRC to which the 
agents listened. The Kentucky Home 
every Sunday sponsors a program over 
that station. 

Subjects discussed were concentration 
of efforts on given territory, building a 
clientele, the life insurance salesman’s 
equipment and headaches and_ their 
cures. After dinner there was a special 
showing of the movie “Harmony Lane,” 
portraying the life of Stephen Foster, 
after whose famous song the company 
was named. 


Hold Interesting Discussions 


J. B. Williams, secretary-treasurer, 
presided the second day. Discussions 
were held on social security, undersell- 
ing and overselling, special policies, 
writing business that renews and deliv- 
ery and settlement. 

The famous Borden and Busse film 
was shown. This was followed by “Pro- 
posals from the Field for the Company’s 
Consideration” and a report by the reso- 
lutions committee. Also, there were 
presented copies of the Kentucky Home 
Mutual’s new Stephen Foster song 
books containing new copyrighted ar- 
rangements of 21 of his songs, available 
to agents for prospecting. 


Visit Famous Bardstown 


A bus trip to Bardstown, scene of 
Foster’s, musical activities, St. Joseph’s 
Cathedral, and Gethsemane Abbey, and 
then to Hodgenville, birthplace of Abra- 
ham Lincoln, was taken the last day. 
The banquet wound up the gathering. 
Many directors and home office officials 
and staff members attended. President 
Regenstein was toastmaster. After dis- 
tribution of prizes and honors, W. B. 
Harrison, first president, and former 
Louisville mayor, spoke, and also C. I. 
Dawson, board chairman and general 
counsel. 





Hold Regional Meet in Chicago 


J. C. Higdon, vice-president in charge 
of sales of the Business Men’s Assur- 
ance, conducted a sales conference of 106 
agents and managers from Wisconsin, 
Illinois, Indiana, Michigan, Minnesota 
and Iowa representatives in Chicago. 
President W. T. Grant was also in at- 
tendance. 





Jerome Clark Is Speaker 


Jerome Clark of Cincinnati, vice-presi- 
dent Union Central Life, addressed 


members of the Florida agency in Jack- 
sonville. 





Pacific Mutual Life Muster 


T. H. Wall of Louisville Was Elected 
President of the Agents Association 
at Annual Rally 








At the meeting of the Pacific Mutual 
Agency Association held in Kansas City 
at which 70 general agents were pres- 
ent, there came from the home office 
President A. N. Kemp, D. C. MacEwen, 
vice-president in charge of production, 
and Jens Smith, manager of agencies. 
T. H. Wall of Louisville was chosen 
president; H. ‘C. Fabling, Denver, vice- 
president; Ralph J. Wetzel, Kansas 
City, secretary. The following were 
elected on the executive committee: 
J. M. Gantz, Cincinnati; Frank L. 
Sveska, Omaha; Frank Fitts, Tusca- 
loosa, Ala.; F. B. Schwentker, Phoenix, 
Ariz.; L. C. Swinney, Wichita, Kan.; 
Guy C. Lyman, New Orleans; C. C. 
Day, Oklahoma City, and J. E. Garland, 
Farmville, Va. 





Penn Mutual Conference 


The Penn Mutual will hold a manage- 
ment conference at the Edgewater 
Beach Hotel, Chicago, June 17-18, in 
charge of Vice-President A. E. Patter- 
son. The subjects to be discussed are 
recruiting, supervision and training. In 
addition to the managers from the mid- 
west states there will be a number of 
supervisors present. There will be sep- 
arate and joint meetings of the two 
classes. Harry Walters, supervisor in 
the Stumes & Loeb agency at Chi- 
cago, will present one of the papers. 


Mutual Life’s Kansas Meeting 


Mutual Life of New York agents in 
Kansas met June 7 for an all-day sales 
conference at Topeka, with H. W. 
Moore, Kansas agency manager, in 
charge. About 60 agents heard C. H. 
Wiley, Topeka branch manager Inter- 
national Harvester Co. give some 
“Sales Slants,” and C. B. Merriam, di- 
rector of the R.F.C. and Topeka banker, 
talk at the banquet on “Life Insurance 
from the Business Man’s Standpoint.” 


New York Life Florida Meeting 


About 50 agents of the New York 
Life in Florida met in Jacksonville. 
Vice-president G. M. Lovelace was the 
principal speaker. An increase of $1,- 
500,000 in business for the southern de- 
partment the first four months of 1937 
was announced. The department em- 
braces Virginia, North and South Caro- 
lina, Georgia and Florida. 


Provident Mutual Rallies 


Willard Wise, vice-president and 
agency director, and Donald A. Hamp- 
ton, assistant manager of agencies of the 
Provident Mutual Life, conducted a ses- 
sion in St. Louis Tuesday for the Provi- 
dent Mutual agents in that city. They 
had a similar conference in Kansas City 
Wednesday and on Thursday in Chicago 
between trains had a meeting with the 
Chicago, Milwaukee and Decatur, IIl., 
general agents. 














Hold Luncheon Meetings 


A meeting of the central Iowa divi- 
sion Great Western of Des Moines was 











STOP IT AT THE SOURCE 


Not long ago a national organization 
solicited funds for the prevention of 
juvenile delinquency. The best place 
to forestall this alarming social evil is 
at its source — the home. Statistics 
show that comparatively few youthful 
offenders against law and order are 
bred in homes that enjoy adequate 
financial protection. And such pro- 
tection is most widely available 
through life insurance. 
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=-—Is it safeguarded against your un- 
timely death? Will you leave your loved 
ones an impossible mortgage or a clear 
title? 

It is a simple matter to protect your 
investment through the Sun Life of 
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held at Boone with arrangements in 
charge of Howard Cooper, Boone repre- 
sentative. This was the first luncheon 
meeting in a series to be held in the 
district. The second will be in Eldora. 





To Gather at Home Office 


One of the largest gatherings of 
Minnesota Mutual Life representatives 
ever brought together will meet at the 
home office in St. Paul June 12. It will 
be the first time that many of the agents 





have had an opportunity to view the 
new home office building and they will 
be taken on a tour. The entire party 
will entrain for Chicago that night, 
where they will take a boat for Mackinac 
island for the summer convention. 


Hold School of Instruction 


W. M. McKibben, Lincoln, Neb., or- 
ganizer New York Life, held a school 
of instruction for 18 new agents. Don 
Parker, Omaha agency manager, was 
in charge. 














PACIFIC COAST AND MOUNTAIN 





hagniliel Is Expected for 
All of Carpenter’s Bills 


SAN FRANCISCO, June 10.—Gover- 
nor Merriam is considering 35 insur- 
ance bills passed by the legislature. 
Thirteen of them, sponsored by Com- 
missioner Carpenter, are expected to 
become law within the next few weeks. 
Only one of these bills developed any 
aggressive opposition. This was S. B. 
460, which sought to segregate reserves 
of life insurance companies doing mul- 
tiple business. One section was ob- 
jected to by the Life Presidents Asso- 
ciation and after considerable discussion 
and debate betore committees . this 
section was amended out. The bill then 
went through both houses without 
further handicap. 








Broadcast on Policy Values 


The Better Business Bureau of Los 
Angeles gave a life insurance radio talk 
over stations KNX and KHJ, Los An- 
geles, a network broadcast covering sta- 
tions in San Francisco, San Diego, San 
Bernardino, Santa Barbara, Monterey, 
Stockton, El Centro, Santa Ana and 
Bakersfield. The talk also was broad- 





cast from KFWB, Los Angeles, and 
KFOX, Long Beach. The primary pur- 
pose of the talk was conservation of cash 
values in life policies. The bureau co 
operates closely with the Los Angeles 
Life Underwriters Association and Life 
Insurance Managers Association. 





Five Days a Week Program 


The Guaranty Union Life of Beverly 
Hills, Cal., has introduced a five-day 
week at its home office. Vice-president 
Milton Rosenthal states that by rear- 
ranging the working hours the change 
has been accomplished without impairing 
the efficiency of the organization. The 
employes were given an opportunity to 
vote on the proposal. 





Stay for Helser, O’Hanlon 


DENVER, June 10.—The Colorado 
supreme court has stayed action until 
June 14 on the case of C. W. Helser 
and N. J. O’Hanlon, convicted two years 
ago of wrecking the American Life. 
Helser, who was president of the com- 
pany, was sentenced to a five-to-seven 
year term in the penitentiary and O’Han- 
lon, vice-president, received a three-to- 
five year sentence. 



















“Knock== 
Knock” 




























Opportunity Is Knocking! 


It Is Pounding On the Doors of 


Mien Who Are Willing to Pay 
the Price of Success | 





Bankers National Life Insurance Company, a recommended 
want to be successful general agents. : 

Big success carries a corresponding price tag. The price is 
work, initiative, vision, perseverance. 

If you feel there is no further opportunity for growth in your 
present connection, if you have a record of $100,000 of paid-for 
personal production in 1986; if you have family responsibilities 
and a residence in either Pennsylvania, New Jersey, Rhode Island, 
Maryland or Delaware, you are one of the men we want to talk 
to at once. 


Address 
William J. Sieger 
Vice President and Superintendent of Agencies 
Bankers National Life Insurance Company 


Montclair, New Jersey 

















Company, offers the opportunity of a lifetime to good men who 
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INDUSTRIAL FIELD NEws 





Tells About New Provisions 


Prudential Explains the Features of In- 
dustrial Contracts That Constitute 
Improvements of Value ____ 








The Prudential announces the fea- 
tures of its new weekly premium indus- 
trial contract whole life for $1,000 (ulti- 
mate). It says: 

“The whole life for $1,000 (ultimate) 
contract is issued from ages 1 to 9 next 
birthday, the amount of the weekly pre- 
mium being determined by the age at 
issue. The amount of insurance increases 
each year as the child grows older until 
age 10 is reached when it becomes $1,- 
000. If a child is age 8 next birthday 
at time of issue, for instance, the amount 
of insurance is $800 during the first year, 
$900 during the second, and $1,000 
thereafter. 


Annual Dividends 


“The policy provides that the weekly 
premium will increase by one-fifth after 
the first five years from the date of is- 
sue. Dividends credited -to the policy, 
however, may be applied by the com- 
pany to extend the period during which 
the commencing premium will continue 
to be payable. It is expected that such 
dividends will be sufficient to offset any 
premium increase that would otherwise 
become payable. Premiums are payable 
for 70 years less the years of insuring 
age. The face amount is payable at 
death whenever it occurs, 

“Dividends will be apportioned annu- 
ally, though probably not until after the 
fifth policy year. As explained above, 
they will be applied by the company to 


| extend beyond five years the period dur- 


ing which’ only* the commencing weekly 


| premium: is' payable. Any. dividend. cred- 


its not used in this way will be applied 








as additions to the amount of insurance. 

“As in other industrial contracts, the 
accidental death and disability provisions 
are included at no specific extra charge. 
In event of death by accidental means, 
as defined in the contract, between the 
ages of 15 and 70, double the face 
amount is paid (one and one-half the 
face amount is paid if accidental death 
occurs while engaged in the mining in- 
dustry). There are certain minor excep- 
tions which are specified in the policy 
contracts. For disablement through loss 
of eyesight or limbs, the face amount, 
or one-half the face amount, is paid in 
cash, and the insurance becomes paid- 
up. 

Non-Forfeiture Provisions 

“Non-forfeiture provisions include 
special extended insurance before three 
years’ premiums have been paid—one 
week for every three weeks that pre- 
miums have been paid in cash; regular 
extended insurance after three years’ 
premiums have been paid; and cash sur- 
render and paid-up values after pre- 
miums have been paid for five years. 
In calculating any non-forfeiture or sur- 
render value, due allowance will be made 
for the number of weeks’ premiums 
paid beyond the policy’s last anniver- 
sary. 
“The whole life for $1,000 (ultimate) 
makes it possible for parents to insure 
their children for the maximum amount 
allowed by law until, at age 10, they are 
protected to the extent of $1,000. There 
is a double advantage in taking out a 
substantial amount of insurance of this 
type on a child. In the first. place, if 
the insured dies before reaching matur- 
ity, the parents receive. something with 
which to meet last expenses, and are 
reimbursed to some extent for the ex- 
penses entailed in education and other 
items. In the second place, if the in- 
sured lives to maturity, he or she has a 
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worthwhile amount of permanent pro- 
tection which can be continued by pay- 
ing a much smaller weekly premium 
than would be possible if the contract 
were taken out 10 or 15 years later. 
Those who can afford to protect their 
children to the maximum extent will be 
interested in the whole life for $1,000 
(ultimate.)” 


Announce Prudential Changes 





Number of Promotions and Shifts Are 
Made at Important Points 
in the Field 


Three new superintendents have been 
named by the Prudential and a like num- 
ber have been transferred to territories 
other than those they had been super- 
vising. The new superintendents and 


their respective districts are G. E. Hart- : 


man, of Williamsport, Pa.; R. H. Run- 
zel, Chicago No. 8, and H. R. Dolan, 
St. Joseph, Mo. 

Superintendent Hartman’s service 
with the Prudential began on June 22, 
1925, when he was enrolled as .an agent 
at Easton, Pa. 
assistant superintendent two years later 
and was assigned to the Stroudsburg, 
Pa. detached office of the Easton dis- 
trict where he has since been located. 

Mr.. Dowdell, the superintendent 


at Williamsport has been transferred in ' 


the same capacity to the Wilkes Barre 
No. 1 office supplanting the recently-re- 
tired Superintendent P. F. Kielty. 


Mr. Runzel’s New Post 


Mr. Runzel, the new Chicago No. 8 
superintendent, has been a Prudential 
man since March 14, 1927, at which 
time he was enrolled as an agent in Chi- 
cago No. 11 district. He was trans- 
ferred to Chicago No. 4 district on May 
27, 1929, and was promoted to assistant 
superintendent in that district on Sept. 
23, 1929. ; 

Mr. Dolan was formerly an assistant 
superintendent in the Minneapolis No. 2 


He was promoted ‘te , 





district. He was enrolled with the Pru- 
dential on July 20, 1925, in Minneapolis, 
where on May 17, 1926, he was pro- 
moted to be an assistant superintendent. 

F. W. Spink is transfered to the su- 
perintendency of the Winnipeg, Man., 
office. He was the company’s repre- 
sentative at ‘Calgary. A. C. Robertson, 


{former superintendent at Winnipeg, is 
| being transferred in the same capacity 


to Windsor, Ont. 
New Grove City, Pa., Office 


Announcement of the opening of a 
new branch office at Grove City, Pa., is 
made. T. K. Greer, an agent at Frank- 
lin, Pa., has been promoted to assistant 
superintendent in the assistancy. He has 
been a Prudential man since May 31, 
1926. The new office is a detached as- 
sistancy of the Oil City district under 
the supervision of C. E. Bieber, super- 
intendent. 

The promotion of Herbert C. O’Con- 
nor to the position of superintendent of 
the New York No. 6 district is an- 
nounced. He has been with the Pru- 
dential since April 23, 1928, when he en- 
rolled as an agent in New York No. 2 
district. Two years later he was pro- 
moted to assistant. superintendent of 
that district and has since been located 
there. He is assuming the duties of 
T. F. Grady, who is retiring. 

P. M. Russell, a representative of the 
Prudential since Oct. 11, 1901, and for- 
mer superintendent of the Chicago No. 
8 district, has been appointed superin- 
tendent of the Evanston, IIl., district. 
He is assuming the duties of the late 
C. G. Cooper, superintendent. 





Life Notes 


Charles Trueman has been made as- 
sistant manager of the Metropolitan 
Life at Sandusky, O. He has represented 
the company at Fremont. 

President G. H. Anthony of the Vee- 
der-Root Company at Hartford has been 
elected a director of the Connecticut 
Mutual, He is president of the Manu- 
facturers Association of Hartford county. 
He is also president of the Hartford 
Club, and a member of the governor’s 


advisory council on unemployment in- | 


surance, 








News ABOUT 


LiFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. , 





Goes on 314% Reserve Basis 





‘Phoenix Mutual Announces New Rates 


and Dividends; Changes Surrender 
Charge Method 





The Phoenix Mutual Life has gone on 
a 344 percent reserve basis which will 
be used hereafter instead of the 3% per- 
cent employed for many years. A mod- 
erate increase in expense loading on pre- 
miums for 314 percent policies was an- 
nounced. The new premium rate scale 
on life, endowment and term policies 
represents from 4 percent to 8 percent 
increase over the present scale, and 
averages about 6 percent additional. 

The increase will range from 7 percent 
to 12 percent on policies of the retire- 
ment income series which contains 
larger maturity values. No change is 
contemplated in premium rates on the 
3 percent annual life policy, but there 


-being small demand for limited premium 


fife policies on 3 percent reserve basis, 


‘these contracts will be withdrawn. 


Surrender Charge Basis 


Under the new form instead of the 
flat surrender charge of $10 for the sec- 
ond to 10th years, the surrender charge 
will be $18 at the end of the second year, 


decreasing $1 a year and being wiped 


out after the 19th year. 
The new dividend -scale for the new 
3%- percent policies is to be effective 


July 1.. The interest rate on funds left | 


with the company will be 3.6 percent 





after July 1 as against the present rate 
of 3.75 percent. The new 3% percent 
rates on more popular forms are: 


Ordinary Life 
Age Prem. Age Prem. Age Prem 
YS $16.71 Biswsiae $25.35 |? Aer $44.72 
Ce 17.60%. BTicces « 26.17 . ES...-<e 46.99 
LE ae 17.46 } |) Ae 27.04 |. eee 48.96 
ee eaae 17.85 $9... eu 27.96 BE. .ccce 51.30 
Yee 18.27 | er 28.94 Siicecce 53.79 
te 18.71 41 29.97 GG. cane 56.45 
, eee 19.17 B2iccce - 31.07 GT... ccs 59.29 
Dticcdus 19.66 WBincvcue 32.23 BGicccee 62.33 
ee 20.17 44... .006 33.47 | Oe 65.57 
CS ee 20.70 45.2 ccce 34.79 Givcccs 69.04 
eae 21.27 46...... 36.20 Chissces 72.76 
Shiccese TOG 47.026 BEGG ccc 76.74 
| 22.49 | ee 39.29 GRus case 81.00 
er 23.15 49...... 40.98 © 64...... 85.56 
Oe 23.84 GOicccc's 42.79 Cee 90.45 
SG. 0 cee F468 

20 20 
20 Ye. 20 Ye. 
Age Pay End. Ag Pay End. 
20... $25.45 $45.20 45.....$42.69 $51.27 
Porc? 27.63 45.63 50..... 49.62 55.64 
30..... 30.26 46.24 65..... 59.11 62.85 
$5..:... 33.49 47.18 60..... 72.5 coco 

40..... 37.51 48.70 

Term Insurance : 

Non- Ren. Ren. Non- Ren, Ren. 


Age Ren. 7 Yr. 15 Me Age Ren. 7 Yr. 15 Yr. 
$ 
20... 9.81 9.95 10.32 
21... 9.90 10.05 10.44 42...14.13 Se 18.79 
22... 9.99 10.15 10.58 15.84 
23....10.08 10.25 10.72 44...15.12 16.53 20.92 
24...10.18 10.37 10.88 45...15.71 17.81 22.15 
25...10.29 10.49 11.05 46...16.38 18.17 23.51 
26..+.10.41 10.62 11.23 47...17.13 19.14 24.99 
++-17.98 20.22 26.63 
49...18.02 21.42 28.42 
«19.98 22.74 30.37 
--21,15 24.21 32.50 
. 22.44 25.82 34.81 
53...23.87 27/60 37.31 





56...29.13 34.10 46.03 
36. ..12.14 12.67 14.48 





$ $ 
41...13.72 14.67 17.88 | 





57...31.26 36.71 49.37. 


$ $ $ $ 
Non- Ren. Ren. 
Age Ren. 7 Yr. 15 Yr. 
37...12.40 12.99 15.03 58.. 
38...12.69 13.35 15.64 59... 
39...13.00 13.74 16.31 60.. 
40...13.34 14.18 17.06 
New dividend schedules are: 


Ordinary Life 
e—Dividends End Year-—— 


$ $ 
Non- Ren. Ren. 
Ren. 7 Yr. 15 Yr. 
-33.60 39.57 52.94 
-36.18 42.70 56.76 
39.01 46.14 60.84 





Total 
Age 1 5 10 15 20 20 Yrs. 
20.... $2.72 $3.13 $3.68 $3.89 $4.21 $71.26 
Siv««cs «TS 3.18 3.67 3.90 4.23 71.87 
Biases ZS 3.25 3.65 3.92 4.26 72.48 
23. 2.87 3.29 3.64 3.92 4.28 72.75 
24.. 2.91 3.36 3.64 3.94 4.32 73.26 
.;. 2.97 3.41 3.64 3.95 4.36 73.69 
26.. 3.02 3.41 3.64 3.98 4.39 74.13 
alee 3.08 3.40 3.65 4.00 4.45 74.70 
28.. 3.15 3.38 3.66 4.03 4.50 75.05 
23... 3.20 3.37 3.67 4.05 4.56 75.36 
30.. 3.20 3.39 3.70 4.11 4.63 76.03 
8a.. 3.18 3.37 3.71 4.14 4.70 76.32 
32 3.18 3.39 3.74 4.20 4.77 Ti.5i 
33 3.16 3.39 3.77 4.25 4.84 77.69 
34 3.16 3.40 3.80 4.31 4.90 78.32 
35 3.16 3.43 3.85 4.39 4.99 79.38 
36 3.16 3.44 3.88 4.45 5.05 80.07 
37 3.17 3.47 3.94 4.53 5.12 81.19 
38 3.18 3.50 4.00 4.60 5.18 82.17 
39 3.20 3.54 4.07 4.69 5.24 83.42 
40 3.23 3.58 4.14 4.76 5.29 84.55 
41 3.26 3.63 4.21 4.84 5.33 85.76 
42 3.29 3.69 4.81 4.92 5.37 87.18 
43 3.32 3.74 4.38 4.98 5.39 88.29 
44 3.37 3.81 4.47 5.05 5.39 89.50 
45 3.43 3.91 4.57 5.12 5.59 91.15 
46 3.49 3.99 4.65 5.16 5.68 92.60 
47 3.56 4.08 4.74 5.21 5.88 94.32 
48 3.64 4.18 4.82 5.24 6.10 96.27 
49 3.72 4.28 4.90 5.24 6.32 98.31 
50. 3.81 4.37 4.96 5.46 6.53 100.48 
51 3.90 4.46 5.02 5.55 6.76 102.83 
5 4.57 5.07 5.79 7.00 105.61 
4.66 5.11 6.04 7.26 108.61 
4.76 5.12 6.29 7.52 111.70 
4.84 5.36 6.56 7.79 115.20 
4.92 5.50 6.84 8.08 119.00 
4.97 5.78 7.13 8.37 123.13 
5.02 6.06 7.43 8.68 127.53 
5.04 6.38 7.76 9.03 132.50 
5.35 6.69 8.08 9.37 137.62 
5.52 7.04 8.45 9.76 - 143.71 
5.84 7.39 8.82 10.16 150.11 
6.20 7.77 9.22 10.57 157.20 
6.58 8.18 9.65 11.02 165.19 
6.98 8.60 10.09 11.50 175.53 

20 Payment Life 

e—Dividends End Year——, 

: Total 
Age 1 5 10 15 20 20 Yrs 
20.... $2.69 $3.26 $4.02 $4.59 $5.34 $80.25 
25 2.93 3.53 4.03 4.70 5.36 83.25 
30 3.14 3.51 4.10 4.90 5.91 86.13 
35 3.12 3.57 4.29 5.22 6.36 90.17 
40 3.19 3.72 4.57 5.61 6.80 95.77 
45 3.39 4.04 5.00 6.01 7.381 103.11 


e— Dividends End Year—— 


Total 
Age 1 5 10 15 20 20 Yrs 
50.... 3.78 4.51 5.39 6.42 8.25 112.90 
55 4.33 4.95 5.78 7.40 9.39 126.37 
60 4.86 5.44° 699° 8.72 10.79 146.58 

20 Year Endowment 
-—— Dividends End Year——, 

Total 
Age 1 5 10 15 20 20Yrs. 
20.... $2.60 $3.53 $4.82 $6.13 $7.87 $100.24 
25... 2.84 3.77 4.80 6.19 8.02 102.59 
80 3.06 3.73 4.83 6.29 8.20 104.18 
35 3.06 3.78 4.96 6.48 8.45 106.63 
40 3.14 3.91 5.16 6.72 8.76 110.49 
45 3.35 4.19 5.46 6.97 9.18 116.22 
50 3.76 06 4.62 «5.77 7.26 9.75 123.66 
55: 4.32 5.05 6.07 7.99 10.52 134.30 


Loyal Life Now Is Issuing 
Juvenile Semi-endowment 


A new juvenile life policy is being is- 
sued by the Loyal Life. This is a semi- 
endowment at age 18, having a death 
benefit, on children ages one day to 9% 
years. The policy is participating, first 
dividend and cash values available at 
end of second year. An option permits 
insured to continue the policy until age 
30, if desired. The payor provision will 
be available. 

Death benefit is graded to age 10, 
The policy matures at age 18 for half 
the face amount, furnishing cash for edu- 
cational purposes at low premium cost. 
A business fund option permits contin- 
uing the policy until age 30 for a pre- 
mium of $24 a yeat, when the policy 
will mature for $1,000 plus accumulated 
dividends. 





Illinois Bankers Life Policies 


The Illinois Bankers Life announces 
that effective July 1, the rule extending 
limits on non-medical applications for 
special policies was revoked and the 
same limits will apply on these policies 
as others, that is, $2,500 maximum limit 
on males and $1,000 on females. The 
amounts named are the double coverage 














SURREALIST EXPLANATION—Outstanding among star salesmen, the eyes of 


the life insurance world are on Gray 


t Taggart who comes from a Wyoming 


town of eight hundred souls to Chqirmanship of the Million Dollar Round 


Table. Looming large in the West wi 


ich it serves, his company—California- 


Western States Life—is proud to acknowledge and add to the applause which 
his phenomenal 23-year career of service has evoked.” 
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during the first six years. Applications 
for larger amounts require a medical 
examination. 





Issues Hospitalization Policy 


The Bankers Union Life of Denver is 
issuing a hospitalization policy for resi- 
dents of Colorado. This department is 
under the direction of R. W. Wagar. 


NEW YORK 


SOME *LEGISLATURES STILL ON 


While the legislatures of the great 
majority of states have now adjourned 
for the year, those of ‘Connecticut, IIli- 
nois, Michigan, Missouri, New Hamp- 
shire and Wisconsin are still in regular 
session, while special sessions are in 
progress in Arizona, Minnesota and 
Texas. 











KOK Ox 

WILLIAM A. SPIKER TO WED 
Mrs. Joseph Franklin Neville of Birm- 
ingham, Ala., has extended invitations 
to the marriage of her daughter, Mary 
Muller, to William Alfred Spiker of the 
business staff of THE NATIONAL UNDER- 


WRITER in New York City, the ceremony 


to be held the evening of June 22 at 7:30 
CMT SS a a aE: 
[LEAT ET ELE A SS 
















































































o’clock in the Church of the Advent in 
Birmingham. 

Mr. Spiker is a Cincinnati product and 
on graduation from the Universitv of 
Cincinnati he became connected with the 
“Diamond Life Bulletins” department of 





was recognized by THE NATIONAL 
UNDERWRITER and he was given a perma- 
nent assignment in New York City 
where he is well known to the life in- 
surance fraternity. 

Mr. and Mrs. Spiker will reside in the 








THe NATIONAL UNDERWRITER, traveling | Grenfell apartments at Kew Garden, 
in all parts of the country. His success! Long Island, N. Y. 
NEWS OF LIFE ASSOCIATIONS 





Hagerty Elected President 





Cleveland Association Holds Annual 
Meeting; Silent Tribute to the 
Late David Rafferty 





Lloyd A. Hagerty, Phoenix Mutual, 
was elected president at the annual 
meeting of the Cleveland Life Under- 
writers Association. Other new officers 
are: Vice-president, W. H. Smith, 
Northwestern National Life; second 
vice-president, F. L. McFarlane, Aetna 
Life, and treasurer, D. M. Cowan, Sun 
Life of Canada. Four directors named 
for two-year term are R. P. Banks, Penn 
Mutual; C. F. Lutz, Equitable of New 
York; H. C. Gaylin, Metropolitan, and 
C. H. Brubaker, of Neale-Phypers Co. 
Election results were announced by W. 
E. Baker, chairman nominating commit- 
tee. 

Members stood in silent tribute to the 
late David Rafferty, a director and chair- 
man supervisors group. 


ee = 
Slate Ripley as President 
of Pittsburgh Association 





The annual meeting of the Pittsburgh 
Life Underwriters Association is sched- 
uled for June 17. Nominated for presi- 
dent is Erroll Ripley, special agent 
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GENERAL 
MUTUAL 
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VAN WERT, OHIO 


Cc. M. PURMORT, President 


@ OPENINGS in Illinois and 
Ohio are still available under 
our liberal Agents’ and Gen- 
eral Agents’ contracts. Atttrac- 
tive renewals. Liberal commis- 
sions. Unusual sales promo- 
tion. Close home office co- 
operation. Write for complete 
details today. @ @ @ ©@ 





Northwestern Mutual; first vice-presi- 
dent, F. C. Wigginton, Bankers of Iowa; 
second vice-president, Eric G. Johnson, 
Penn Mutual; treasurer, W. Rankin 
Furey, Berkshire Life; directors for un- 
expired terms, W. J. Cummins, Equita- 
ble, N. Y.; G. H. Moore, State Mutual, 
and N. H. Weidner, Reliance Life; for 
three years; R. S. Koehler, Jr., Mutual 
Benefit; Barney Lipka, Prudential; C. 
B. Metheny, Fidelity Mutual; W. B. 
Thomas, Aetna Life, and S. E. Webster, 
Provident Mutual, retiring president. 
Induction of new officers will follow 
the business meeting, followed by award 
of the Lee D. Hemingway President’s 
Cup to the agency showing the best per- 
centage in membership in the associa- 
tion, most active participation in associa- 
tion activities; attendance at meetings; 
increase in membership and percentage 


in dues paid. 
* * * 


Iowa State Association to 
Hold Annual Meet June 18 


The annual meeting of the Iowa State 
Association of Life Underwriters will be 
held in Des Moines June 18. 

The morning will be devoted to regis- 
tration, meetings of the nominating 
committee, Wallace Darling, chairman, 
and the auditing committee, E. W. 
DeNio, chairman, and a business ses- 
sion at which President M. L. Seltzer, 
Aetna Life, Des Moines, will preside. 

Commissioner Ray Murphy will speak 
at the luncheon. The afternoon session 
will be in charge of A. H. Pickford, 
Provident Mutual, Des Moines. The 
speakers will be Robert Bickel, Cedar 
Rapids, whose subject will be “Think, 
Man, Think!”; William King, CLU, St. 
Louis, “The Life Insurance Plan,” and 
seminars, with the one on city business 
conducted by J. E. Rutherford, Penn 
Mutual, Des Moines,‘and rural business 
conducted by W. K. Niemann, Bankers 
of Iowa, Des Moines. 
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Prouty Installs New Staff of 
Orange County, Cal., Group 





Value and importance of membership 
in a life underwriters’ association, and 
four cardinal obligations were outlined 
by Phinehas Prouty, Jr., president Life 
Underwriters Association of Los An- 
geles and member of the Million Dollar 
Round Table, who officiated at installa- 
tion of officers of the Orange County 
Life Underwriters Association at a 
dinner-meeting in Santa Ana, Cal. Mr. 
Prouty, an associate of the Yates gen- 
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eral agency Massachusetts Mutual, Los 
Angeles, was principal speaker. 

Officers installed were: President, 
Lloyd Rowell; vice-president, W. B. 
Moore, Jr.; secretary-treasurer, Orlyn 
Robertson, and advisory board members, 
George Faires, P. W. Neff, A. O. Hat- 
field, G. L. Kyle, Guy Gilbert and-C. De! 
George. 

In discussing association activities, 
Mr. Prouty said: “It seems to me asso. 
ciation work is concerned largely with 
prestige building—with helping the 
members to make more money. We 
should make the association indispens- 
able to the men in the field, and one way 
to do it is to glorify the importance of 
the organization in the eyes of insur. 
ance buyers. Make them conscious that 
the man to buy life insurance from is 
the man who is a member of the asso- 
ciation. They won’t have a plumber or 
an electrician who is not licensed, and 
barbers have to pay a membership fee 
of $125 before they can cut hair.” Obli- 
gations are to the beneficiary, the 
policyholder, the company, and the per- 
son referring the agent to the prospect. 


; * *K * 
Hilmes Des Moines President 


At the annual meeting of the Des 
Moines Association of Life Underwrit- 
ers, Jack Hilmes, Equitable of Iowa, 
was elected president; W. K. Niemann, 
Bankers Life, vice-president; Curtis 
Lamb, Aetna Life, secretary, and L. D 
Payne, Provident Mutual, treasurer. 

The new directors include W. D. 
Bowles, Phoenix Mutual; C. C. Cooper, 
Jr., Penn Mutual; S. R. Fisher, Con- 
necticut Mutual, W. E. Lewis, Massa- 
chusetts Mutual; D. J. O’Brien, John 
Hancock Mutual, and G. J. Pflanz, Un- 
ion Central. 

The retiring president, H. S. Haskins, 
state agent John Hancock, presided. 
Paul Speicher, Research & Review Serv- 
ice, Indianapolis, was the speaker. 


* * Ox 
Plan Wisconsin Roundup 


Speakers who will address the sales 
congress to be held in Madison in con- 
nection with the annual meeting of the 
Wisconsin Association of Life Under- 
writers June 17 will include H. J. Cum- 
mings, Minnesota Mutual Life, St. Paul, 
“Selling”; Paul Cook, million dollar pro- 
ducer Mutual Benefit, Chicago, “‘Motiva- 
tion,” and L. M. Buckley, Provident 
Mutual, Chicago, “Sales.” The annual 
business meeting will be held in the 
morning. 

George A. Boissard, president Na- 
tional Guardian Life, will address the 
luncheon meeting. A general invitation 
is being extended to all life men to at- 
tend, according to Earl Wheeler, Mutual 
Benefit Life, general convention chait- 
man. 

* * x* 

Los Angeles—Perez F. Huff, resident 
vice-president Bankers National Life, 
spoke at the forum luncheon meeting, 
sponsored by the association. He was 
introduced by Peter Thompson, chair- 
man of the forum, who explained Mr. 
Huff had paid for more than $100,000,000 
of new business and also developed 


many successful agents. Mr. Huff, in 
his talk on “Be Neighborly, Expose 
Yourself and Follow Through,” drew 


from his extensive and successful expe- 
rience, citing cases he wrote and ex- 
plaining the methods used. 
* Ok ok 

Chiecago—George E. Lackey, general 
agent of the Massachusetts Mutual in 
Detroit and past president National As- 
sociation of Life Underwriters, will ad- 
dress the annual meeting June 15 on 
“The Kinship of Law and Life Insur- 
ance.” Mr, Lackey is chairman of the 
National association committee on co 
operation with attorneys-at-law and was 
chairman in 1929 of the Million Dollar 
Round Table. This will be a luncheon 
meeting, with a business session, during 
which the new officers elected in a mail 
vote will be announced. A. E. Me: 
Keough of W. A. Alexander & Co., Penn 
Mutual general agents, heads the slate 
to succeed President Frederick Bruch- 
holz, 

* * * 


Cedar Rapids, Ia—R. S, Pickford 
Bankers Life, Iowa, has been elected 
president succeeding O. W. Mull. E. 
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Lowe, Northwestern National, is vice- 
president; B. K. Anderson, Equitable of 
lowa, secretary; L. W. Dooley, New York 
Life, treasurer. Directors are: W. W. 
Reams, National Life of Vermont; Henry 
Files, Northwestern Mutual; R. T. Ter- 
mohlen, Northwestern National; O. A. 
Anderson, Equitable of Iowa; R. H. Pick- 
ford, Northwestern Mutual, and O. W. 
Mull, Prudential. 


*k OK Xx 


Northern New Jersey—The annual out- 
ing has been postponed until July due 
to the recent death of Secretary J. E. 
Gibbs. The annual meeting will be held 
June 14 in the Newark Athletic Club. 
President John Binns reports member- 
ship now is 305, the largest in the as- 
sociation’s history. 


* *.* 


St. Paul—The annual meeting will be 
held June 15. This will wind up activi- 
ties for the season. 


* * * 


Cineinnati—The following candidates 
have been selected by the nominating 
committees: President, H. S. Hatfield, 
Northwestern Mutual; vice-president, G. 
W. Johnson, Mutual Life of New York; 
secretary, E, E. Enoch, Connecticut Gen- 
eral; treasurer, Paul Johnson, Fidelity 
Mutual; three-year directors, J. C. Ben- 
son, Union Central and John Manss, Penn 
Mutual; one-year director, C. W. Kauf- 
mann, John Hancock Mutual; Ohio asso- 
ciation trustee, W. A. R. Bruehl, Jr., 
Home Life of New York. Members will 
vote on the committees’ selection June 
18, those being out of the city at that 


OODMEN orm: WORL 


Six Modern Legal 
Reserve Contracts 








Ordinary Life 

@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
© Family Income 

@Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

ba» 


Write for particulars and 
open territory to 


PETER F. GILROY, President 


1447 TREMONT PLACE 











DENVER, COLORADO 





time being given an opportunity to vote 
June 14 
* * * 


San Francisco—N. J. Nelson, manager 
Reliance Life, California, was elected 
president; A. Flamer, Aetna Life, 
vice-president representing personal 
producers; F. J. Van Stralen, Massachu- 
setts Mutual, vice-president representing 
Cc. L. U.; R. J. Shipley, Northwestern Mu- 
tual, vice-president representing general 
agents and managers, and R. W. Lynn, 
Equitable, secretary-treasurer. Grover 
Nissen, California-Western States, was 
elected vice-chairman of the general 
agents and managers section and J. L. 
Brader, Equitable of Iowa, secretary- 
treasurer of this section. 





Winners in the letter writing contest 
are to receive their checks at a special 
luncheon meeting June 12. Dr. C. B. 
Piper, chief medical director Connecti- 
cut Mutual Life, is to speak later in 
June. 

* * x 


Topeka—Don P. Pierce was elected 
president at the annual meeting to suc- 
ceed Paul C. Kaul. Mr. Pierce is gen- 
eral agent Lincoln National Life. Mr. 
Pierce has been secretary - treasurer. 
Other new officers are: First vice-presi- 
dent, Frank Seitz, agency director Amer- 
ican Home Life; second vice-president, 
Dwight Ream, district agent North- 
western Mutual; secretary - treasurer, 
Paul Beautty, Equitable of New York. 








LEGAL RESERVE FRATERNALS 





Push the Exemption Bills 


Hearings on Measures to Relieve Fra- 
ternals from Social Security Planned; 
Picture Is Gloomy 
be ee cee | 

The congressional bill to exempt fra- 
ternal societies from payment of the 
taxes under the social security act will 
be brought up in the house ways and 
means committee for hearing some time 
during the week of June 14. Exact date 
has not yet been set. The senate finance 
committee is handling the bill in that 
chamber, but the house committee is ex- 
pected to take action first. 

Fraternal people are somewhat divided 
over the measure. Some of the big or- 
ganizations would prefer to be included 
under the act, while many smaller ones 
wish exemption. Some well informed 
fraternalists believe the societies will be 
declared by the social security board to 
be under the act, and that the bill will 
not get through Congress. 





New American Congress to 
Sponsor Chicago Festival 





A fraternal festival will be held the 
night of July 24 in Soldier Field, Chi- 
cago, under auspices of the American 
Fraternal Congress, an organization re- 
cently formed at Chicago. Profits from 
the festival will go to provide nursing 
service, medical assistance, hospital 
beds, etc., for members and dependents 
of societies belonging to the A, F. C. 
The program will include folk dances 
in native costumes, choral numbers and 
other entertainment. 

The A. F. C. is headed by A. F. Soska 
as president, Joseph T. Spiker as treas- 
urer and D. T. Winder, secretary-man- 
ager. The plan, Mr. Winder says, auto- 
matically makes a member belong to the 
fraternal congress of every state in which 
his society is licensed, without addi- 
tional dues. The first annual meeting 
will be held at Chicago in October. Sec- 
retary Winder states the 1937 dues are 
$5 and there are no state or section 
dues, or special assessments. Fraternal 
societies of the United States and Can- 
ada are eligible. 

One of the purposes is to push the 
“Fraternal Welfare Society of America” 
idea which Mr. Winder originated a 
year or so ago. The aim is to coordinate 
and place special emphasis on welfare 
activities of societies, thus returning to 
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the original purpose of fraternal insur- 
ance. It is believed this would be help- 
ful in avoiding premium taxation. 





Luxemburger Is Impaired 
as Shown in Examination 





The Illinois department has filed its 
report of the examination of the Luxem- 
burger Brotherhood of America, a fra- 
ternal at 1833 Greenleaf avenue, Chi- 
cago, as of Dec. 31. The assets are 
$33,498, certificate reserves $51,322, de- 
ficit $17,974, ratio of solvency 63.71 per- 
cent. The report says that the fraternal 
has shown a marked improvement in its 
financial condition during the last three 
years. The membership has increased 
during the last two years and the mor- 
tality rate is favorable. The assessment 
rate for members admitted under 36 
years of age is higher than the Ameri- 
can experience 4 percent table, while for 
those admitted between ages 36 and 45 
the rates are less. The report states that 
the management should formulate plans 
which will increase the degree of sol- 
vency to 100 percent under the minimum 
standard of valuation. All certificates 





which are issued after Dec. 31, 1937, 
must provide for stated periodical con- 
tributions which are sufficient to meet 
contracted mortality obligations when 
computed on the basis of the American 
4 percent table or on the American 
men ultimate table at 3% percent or 
any higher standard. 

Its income last year was $6,656 and 
the disbursements $4,785. Its mortality 
in 1933 was 78.6; in 1934, 91.9; in 1935, 
72, and last year 68.5. It has in force 
$220,800, there being 1,472 policies. 





Two New Certificates Are 
Issued by North American 


The North American Union of Chi- 
cago has brought out a juvenile 20 year 
endowment certificate with full benefit 
at age five and an adult 20 year endow- 
ment with waiver of premium provision. 
Both have loan and non-forfeiture val- 
ues. The juvenile form also may include 
the payor endorsement to continue the 
child’s insurance in full force at the 
death or total disability of the adult ap- 





plicant. Illustrative rates for the two 
certificates at quinquennial ages are: 
Adult 
Juvenile 20 Year End. 20 Year End. 
Age Prem. Age Prem. Age Prem 
0....$44.99 8....$43.72 20.... $44.27 
1.... 45.29 9.... 43.65 25.... 44.65 
, ae 45.13 10 43.77 30 45.19 
¥.% 44.83 11 43.81 35 46.01 
Gs: 44.47 12 43.85 40 47.35 
5.. 44.11 13 43.89 45 49.63 
Pe 43.88 14 43.94 50 53.54 
ure 43.76 15 43.98 55 63.20 





Consolidated Chart Issued 


The “Consolidated Chart of Insurance 
Organizations” and “Statistics of Fra- 
ternal Societies” have come from the 
press of the “Fraternal Monitor,” Ro- 
chester, N. Y. The insurance in force 
of the fraternals is $6,631,362,174. The 
aggregate membershp of fraternals on 
Jan. 1 was 7,298,622. This includes 
370,467 social and 1,050,344 juvenile 
members. The assets were $1,191,416,- 





John C. Snyder, 
President 











What Is Legal Reserve 


Fraternal Life Insurance? 


(This is the first of a series of advertise- 
ments outlining briefly a few characteristics 
of this type of protection—points that may 
not be generally understood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


1. Legal Reserve Fraternal protection 
is provided on rates based upon the 
same mortality tables as any old 
line company uses. 


Like the record made by the legal reserve fraternals as a 
whole, it was never necessary for the Ben Hur Life Asso- 
ciation to borrow money from the government or any 
other source to meet all cash demands either for just 
claims or for certificate loans. 


BEN HUR LIFE ASSOCIATION 


Established 1894 


Home Office: Crawfordsville, Ind. 


Edwin M. Mason, 
Secretary 
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856 and the reserves were $931,475,257. 
Last year the income was $227,148,306 
and disbursements $180,549,340. Since 
organization the fraternals have paid in 
benefits $5,031,859,302. 


Illinois Congress Bulletin 


The Illinois Fraternal Congress has 
sent out bulletins to its members giving 
provisions of the recently enacted in- 
surance code that deal with fraternals, 
including investment regulations for in- 
surance companies, Copies may be se- 
cured from R. H. Matthias, One North 
‘La Salle street, Chicago. 


Blewett Named Commander 


W. K. Blewett, field director of the 
Maccabees at St. Paul, was elected great 
commander of the Minnesota great camp 
at the eighth quadrennial convention 
held in Minneapolis, succeeding A. 
Fetsch. C. H. Winter is secretary. A 
business session was held, followed by a 
dinner dance in the evening. 


K. of C. Not Exempted 


Governor Lehman of New York has 
vetoed the bill exempting the Knights 
of Columbus from the fraternal insur- 
ance law. He did so after receiving a 














letter from the state advocate of Knights 
of Columbus advising that the society 
did not desire to be exempted. 


Hold Milwaukee Rally 


J. G. Grundle, Wisconsin secretary 
Catholic Family Protective Association, 
conducted a sales meeting in Milwaukee 
of some 25 agents from Wisconsin and 
Upper Michigan. 


Dr. G. J. Eblen Dies at 85 
Dr. G. J. Eblen, who founded the 
Home Guards of America, a fraternal, 
died at his home in Van Wert, O., at 
the age of 85. 


Licensed in Arkansas 


License to write life, health and acci- 
dent insurance in Arkansas was issued 
to the Grand Carnolian Slovenian Cath- 
olic Union of Joliet, Ill. 


Life Notes 

The Dunbar Mutual Insurance Society 
of Cleveland has been licensed in Ohio 
to write life insurance on the fraternal 
plan. M. C. Clark is president and David 
A. White secretary. 

F. R. Baker, manager of the western 
North Carolina agency of the Prudential 
with headquarters at Asheville, an- 
nounces that F. B. Martin of Richmond, 
Va., has been appointed assistant man- 
ager. 


a native Georgian, has spent nearly a 
half century in life insurance as a man- 
ager. He has taken deep interest in 
civic and cultural affairs of the commu- 
nity. He was one of the founders of 
the Young Men’s library, later taken 
over by the Carnegie Library, and was 
a trustee of the library for many years. 





Gooding Temporary Chairman 
of New Body in New Jersey 





NEWARK, June 10.—Formation of a 
general agents and managers association 
of life offices in northern New Jersey 
was effected at a meeting here following 
a luncheon which C. J. Zimmerman gave 
in honor of F. M. Minninger, Jr., who 
has just been made manager of the 
branch office of the Connecticut General, 
and Frank Ramsay, who succeeds Mr. 
Zimmerman as general agent in New 
Jersey for the Connecticut Mutual. O. L. 
Gooding of Gooding & Rawley, general 
agents Northwestern Mutual, was named 
temporary chairman and E. D. Finch, 
Jr., Newark manager Guardian Life, act- 
ing secretary of the temporary organiza- 
tion. 

The first formal meeting will be held 








early in September, when by-laws and 
constitution will be drafted. 


San Franciscans’ Outing 


Members of the San Francisco Gen- 
eral Agents & Managers Association en- 
joyed an outing with numerous sports 
being featured. R. M. Greathouse, man- 
ager Connecticut General, and J. W, 
Rivers, manager Union Central Life, 
arranged the events. 

Members at dinner received prizes, 
V. T. Motschenbacher, manager Sun 
Life, who has headed the association 
the past year, now retires in favor of 
R. J. Shipley, general agent Northwest- 
ern Mutual Life. 


Plan Seattle Managers Outing 

Cc. C. Norton of Seattle, agency direc- 
tor New York Life, announces the an- 
nual managers’ golf tournament and 
dinner, which is sponsored each year by 
Seattle Life Managers’ Association. The 
event will be held at the Inglewood Golf 
& Country Club. Stanley Randolph, Oc- 
cidental Life, is in charge. Others are 
J. J. Patterson, Oregon Mutual; Law- 
rence Bates, Mutual Benefit and Ray 
Finger of Sun Life. 


B. V. Somes, with the Connecticut Mu- 
tual Life at Evansville, Ind., for the 
past three years, has _ been’ promoted 
to district manager. He is succeeding 
E. M. Sonntag. 








AGENCY MANAGEMENT 





Finds Conditions Are Better 


President Clabaugh of Protective Life 
Addresses Dallas Life Managers 
Club 








Never at any time during the last 18 
years have conditions generally been so 
favorable to life insurance as_ today, 
President S. F. Clabaugh of the Protec- 
tive Life stated in an address before the 
Life Insurance Managers Club of Dal- 
las. Mr. Clabaugh was introduced by 
O. Sam Cummings, Texas manager 
Kansas City Life and vice-president Na- 
tional Association of Life Underwriters. 

Every threat and every promise of the 
present situation has an implication in 
the life insurance business, Mr. Clabaugh 
said. He saw a threat in the mounting 
tax burden and in inflation, but said life 
insurance is the best hedge against in- 
flation. 

Recalls Prediction of 1929 


Life insurance stands out now in its 
true picture, he said, as a result of the 
outstanding record it made during the 
depression. He recalled the prediction 
made in 1929 when the first 100 billions 
of life insurance in force was achieved 
that the second 100 billions would come 
during the next ten years. 

“Of course when that prediction was 
made we did not foresee the many 
changes and readjustments that have oc- 
curred, but I do not believe that it is 
unreasonable to reinstate the prediction 
now that the second 100 billions of in- 
surance will be written within the next 
ten years,” he said. 





Abbott New Pittsburgh Head 


PITTSBURGH, June 10.—The agen- 
cies committee of the Pittsburgh Life 
Underwriters Association elected Henry 
W. Abbott, Massachusetts Mutual, presi- 
dent, and Roger A. Clark, Northwestern 
Mutual, vice-president. The election 
took place at the luncheon meeting dur- 
ing the Pennsylvania Insurance Days 
celebration at which were feted Com- 
missioner Hunt, John A. Stevenson, 
vice-president Penn Mutual, and new 
president Pennsylvania federation, and 
J. S. Fisher, chairman National Union 
Fire and retiring federation president. 





New Jersey Supervisors’ Outing 


The Supervisors Association of New 
Jersey will hold an outing at the Dia- 
mond Lock Spring Inn, Denville, N. J., 
June 18. Paul Day is president of the 
association. 





Powell Atlanta Club Head 


Managers Group Gives Dinner Cele- 
brating 70th Year of Manager 
R. L. Foreman 








Henry M. Powell, secretary-treasurer 
of the Atlanta Life Managers Club since 
it was formed four years ago and gen- 
eral agent State Mutual Life, was 
elected president at the annual meeting 














HENRY M. POWELL 


in Atlanta. He has been vice-president 
as well for the last two years. Mr. 
Powell succeeds Harry Davis, who has 
been president for two years. 

Stanton Hale was elected vice-presi- 
dent and Holcombe Greene, secretary- 
treasurer. 

R. J. Guinn, chairman nominating 
committee, presented the slate, which 
was elected unanimously. 

R. L. Foreman, state manager Mu- 
tual Benefit, was honor guest at the din- 
ner preceding the meeting, the program 
being in celebration of his 70th birth- 
day. President Davis was toastmaster, 
introducing Sam Carson who paid trib- 
ute to Mr. Foreman and presented him 
a basket of flowers from the club. He 
read a letter from E, D. Rhodes, vice- 
president Mutual Benefit, and other 
company officers and friends. 

Mr. Foreman spoke of early days in 
life insurance at Atlanta. Mr. Foreman, 
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SALES IDEAS AND SUGGESTIONS 











"Buymanship” Sales Plan Is 
Explained by Coolidge 





Successful life insurance selling de- 
pends on “buymanship,” the art of caus- 
ing a prospect to put pressure on him- 
self, R. B. Coolidge, superintendent of 
agents Aetna Life, declared in a talk on 
“Buymanship” to the Cleveland Associ- 
ation of Life Underwriters. Cleveland 
is his old home and he is a past presi- 
dent of the association there. This was 
a “Coolidge day,” by coincidence, J. L. 
Coolidge of the Aetna Life at Cleveland, 
brother of R. B., having won the bank 
day award. Mrs. Coolidge, the mother, 
also was present and was presented a 
token of the association’s esteem. 

Buymanship, Mr. Coolidge said, was 
the art of getting the prospect to buy 
without selling him. He asked whether 
the agents were selling life policies as 
legal documents or as the solution to 
problems. Every policy in the rate books 
actually is the solution to a problem, he 
said. 


Urges Placing Emphasis 
Largely on Problem 


Buymanship is putting 90 percent ef- 
fort on the problem and 10 percent on 
the solution; usually the agent puts 10 
percent on problem and 90 percent on 
solution. 

Mr. Coolidge offered examples in 
other fields where things are bought 
but not sold. He mentioned the middle 
class buyer of clothes who is not im- 
pressed by window displays or selling 
talks to the point of buying, but when 
his wife or a friend mentions his shabbi- 
ness, becomes convinced that he needs a 
new suit. The man who buys a car 
often makes his decision alone in the 
same manner, Mr. Coolidge said. 

The essential of buymanship is to 
present a problem to the prospect that 
will disturb him and cause him to reach 
for a solution. Since the prospect does 
not want to be disturbed nor to think 
about problems, the agent must be 
subtle about bringing it up, and not 
offend. 


Program Selling Plan 
Is Declared Essential 


Whether the buymanship method of 
selling insurance is used or not, it is 
necessary to employ some program sell- 
ing plan. Most agents use a program 
of some kind, Mr. Coolidge said. The 
old method was to sell the prospect on 
the idea of having a program and on 
the agent’s ability to plan it for him. 

“But we usually left a fine picture of 
what he might have some day without 
tapping the present possibilities,’ said 
Mr. Coolidge. “In short we left him 
with an impractical ideal. 

“Program selling fell through some 
years ago and package selling was in- 
dulged in freely during the depression. 
Now we have new program selling ideas 
again and companies as well as agencies 
are pushing them—and program selling 
Is proving very effective. I believe it 
1s because they have found that essen- 
tial ingredient of buymanship. 


Two-interview Method 
of Selling Is Explained 


“A program plan of selling today is a 
two-interview one. In the first inter- 
view you sell the prospect on the idea 
of having a plan and that you are the 
Proper person to set it up. But it is de- 
cidedly important that you commit that 
Prospect on the future objectives. Draw 
'm out on the very minimum needs of 
his children to the time when they are 
self-supporting, on the needs of his wife, 








and on the minimum he would want for 
retirement. Reduce these objectives to 
the point where the prospect will pro- 
test they could be reduced no further. 
This gives a solid foundation on which 
to sell. It is perfectly obvious that he 
must buy more insurance or cut these 
objectives which have already been de- 
clared the lowest possible. It is far 
easier to buy. 

“Tt is advisable to have the list of the 
prospect’s present insurancé when you 
go back. And it is well to’ refresh his 
memory on the minimum requirements 
agreed upon. The insurance plan which 
you will then present should come as 
honestly close to those minimum stand- 
ards as you can make it. When the 
prospect sees the picture of just how 





little his present insurance will do— 
how far it falls below the minimum 
needs—he will be a most unhappy and 
dissatished man. 

“In fact he will want insurance more 
than ever before He wants to take care 
of his family and provide for them. He 
didn’t realize he wasn’t doing that until 
presented with the picture. The great- 
est story you can present is that of the 
man’s own family trying to get along 
on $88 a month. 

“In using the principles of buyman- 
ship, the expert story teller will find a 
distinct advantage. And the man who 
can present human interest pictures well 
will find it a necessity. 

“A vivid presentation of the prospect’s 
own standing will go a long way toward 
disturbing him and causing him to find 
a solution. The contrast of what he 
needs and what he has is so great that 
the difference in premium will look small 
in comparison. By reducing the mini- 
mum needs to the very bone you will 
disturb him the more and make him 
see the picture still more clearly.” 





Selling Life Insurance from 
Tax Question Angle 





There are two angles of approach to 
the proposition of life insurance or an- 
nuities for saving taxes. <A _ straight- 
out tax saving plan can hardly be pre- 
sented honestly without pointing out to 
the prospect that the saving may be 
made ineffectual by some new act of 
Congress or some new State tax. On 
the other hand, when life insurance or 
pensions are offered, with the frank 
acknowledgment that they will cost the 
buyer money, but that the cost will be 
relieved by deducting the premiums 
from income tax, the proposition is en- 
tirely straightforward. 

Rather oddly, interest in pensions is 
growing rather than otherwise since the 
taking effect of the social security act. 
Possibly the war experience will be re- 
peated. The war risk insurance, in- 
stead of killing the life insurance busi- 
ness, gave it its greatest impetus. Thus 
the attention centered on pensions by 
the social security act is apparently 
more of an endorsement of the pension 
plan than a competitor for the life in- 
surance system. — 


Three Federal Taxes May 
Total a Heavy Charge 


The three federal taxes on income 
may total a heavy charge. Any item 
of expense that is deductible from in- 
come, like annuity premiums for em- 
ployes, is greatly alleviated by the con- 
sideration that if the pension is not es- 
tablished, a large share of the money 
will be taken away by the government 
anyhow. The normal tax on corpora- 
tion income may reach 15 percent, the 
undistributed profits tax reaches a maxi- 
mum of 27 percent, while the excess 
profits tax may reach a top of 12 per- 
cent. Thus a theoretical tax of 52 per- 
cent on certain parts of the income is 
possible. Hence any life insurance cost 
or pension cost that is deductible from 
taxable income may be more than cut 
in two. 

While the top tax of 52 percent will 
be extremely rare, that is, there will be 
few corporations subject to the top limit 
on all three taxes, there will be many 
cases where the tax will be high enough 
to have a strong influence toward in- 
curring constructive and deductible ex- 
penses. The undistributed profits tax, 
which may go up to 27 percent, may be 
an important consideration. 








Closely held corporations especially 
are reluctant to pay out all their earn- 
ings. There is usually a desire to 
strengthen the corporation, and often 
there is a consideration of personal in- 
come tax of the stockholders which 
makes large dividends undesirable. A 
pension plan is a very direct strength- 
ener of a corporation and if the pre- 
miums are deductible it relieves the top 
bracket on all three taxes, normal in- 
come, excess profits, and undistributed 
profits. 

Those interested who have made an 
effort to inform themselves on New 
Deal sentiment say there is no chance 
of the undistributed profits tax being 
taken off while the New Deal is in 
power. The excess profits tax also is 
in line with New Deal ideas. Hence 
it is likely that both taxes will continue 
for some time. A Republican victory 
might not be sufficient to bring about 
the repeal of these taxes, although they 
might be lowered. 

Even the minimum taxes have quite 
a bearing on the cost of deductible ex- 
penses. Any corporation that would be 
in line for a pension plan would earn 
at least $15,000 a year, and therefore 
the normal tax would be a minimum of 
13 percent. Excess profits taxes do not 
depend on the earnings in dollars, but 
on the ratio of earnings to the cor- 
poration’s valuation. Thus a relatively 
small corporation may run into the ex- 
cess profits tax, with a minimum rate 
of 6 percent. Every corporation as a 
rule desires to retain some of its earn- 
ings, so that the undistributed profits 
tax starts with 7 percent. It may take 
only a small additional retention of un- 
distributed earnings to run into the 
next bracket, or 12 percent. Thus the 
minimum may be regarded as 13 percent 
plus 6, plus 7, or 26 percent. 


Saving Reasonably Certain 
for Many Years 


Many corporations are inclining to 
pension systems anyhow, and an under- 
standing of the tax situation shows that 
at least for several years ahead, they 
will be able to save about 25 percent of 
the cost. and possibly more. This is a 
true saving, not an intricate tax evasion 
plan that is apt to be knocked out by 
changes in exemptions. While the rates 
may be changed, there is practically an 
equal chance that they will be increased 











GALES IDEA 


OF THE WEEK 





Should Cover Mortgages 


Undoubtedly in almost all cities the 
housing situation is rather acute as there 
are few desirable vacant apartments or 
residences. Reports from more than 300 
cities in all sections indicate that rents 
have increased about 15 percent. Owing 
to the high rentals more people have 
become interested in purchasing their 
own homes. This demand for living 
quarters is causing many new residences 
to be built and old ones remodeled. It 
is estimated that nearly twice as many 
houses will be built this year than dur- 
ing the last two years. This means that 
many people in buying will be forced to 
place mortgages on property. 

Therefore, this opens the way for life 
men to contact those who are making 
loans on property because that certainly 
makes a most effective approach for life 
insurance to protect the amount of the 
loan. A man who is mortgaging his 
property should not feel any comfort in 
the danger of passing a mortgage on to 
his family in case of his death. 
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Lapse Prevention Letter 


Interest has been expressed in the re- 
sults that the W. J. Pedrick & Co. 
agency of the Equitable Life of New 
York in New York City, has obtained 
in conserving business. An _ effective 
“lapse letter” has been devised. The 
agency does not depend upon the letter 
alone, but instructs the agents to follow 
it up and have the contract returned. 
Agents are also advised to tell the worth 
while assured that the company might 
be embarrassed later should the widow 
come in with a lapsed policy and ask 
for the money. The letter reads as 
follows: 

“As you did not pay the quarterly 
premium due on the above numbered 
policy, it, of course, stands lapsed. 

“Will you kindly return the policy to 
us so that we can close our files, and 
at the same time advise the beneficiary 
that this contract is no longer in force? 

“Your cooperation will be greatly 
appreciated, and on the other hand, if 
there is anything we can do to assist 
you in keeping this insurance in force, 
we will gladly do so.” 


C.L.U. NEWS 


JACK WHITE NAMED PRESIDENT 


The Los Angeles C. L. U. chapter at 
its monthly luncheon and annual meet- 
ing elected Jack White, assistant man- 
ager Prudential, as president. Other 
new officers are: Vice-president, R. L. 
Hoghe, agency manager Equitable of 
Iowa; secretary-treasurer, Robert L. Al- 
tick, associate general agent Massachu- 
setts Mutual Life. Directors elected * 
were: H. W. Dougher, supervisor John 
Hancock and past president Los An- 
geles chapter; L. L. Archibald, assist- 
ant general agent Northwestern Mutual; 
F. W. Pierce, assistant manager Con- 
necticut General; Ron Stever, manager 
Pasadena office, Equitable of New York. 
It is reported about 40 Los Angeles 
agents have prepared for the C. L. U. 
examinations this month, and eight or 
ten are in position to qualify for the 
designation. The Los Angeles chapter 
is one of the largest. 

















rather than decreased. Thus the saving 
is as certain as any business item that 
can be figured on. 
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Geddes Head of 
Canadian Group 
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community as well as to themselves, 
were described. 

J. E. Kavanagh, vice-president Metro- 
politan Life, speaking on “The Services 
of Life Insurance Companies Toward 
Their Communities,’ outlined many 
channels through which insurance men 
could work for the advancement of 
health and security, and of their own 
business. He said: “The employer of 
labor is stépping in and buying the 
goods we've been selling retail all these 
years. Accident, sickness, old age, hos- 
pitalization and life insurance are all 
going wholesale, while the employer gets 
the premiums in painless payments from 
the employes, and makes it easier for 
the American and Canadian people to 
secure social security.” 

Grattan O’Leary, editor Ottawa 
“Journal,” spoke on “The Statesman- 
ship of Life Insurance,” saying the busi- 
ness might very well do a little bragging 
about how good it is. From 1930 to 
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1936 the institution of life insurance has 
practically saved capitalism on this con- 
tinent, he said, but he urged that the 
capitalist system must prove its ability 
to solve the problems that made for un- 
rest in these times, and that the mere 
practice of calling names would not off- 
set agitation. 

At the banquet B. Dussault, minister 
of agriculture of Quebec, representing 
Premier Duplessis of that province, 
brought a message of goodwill and co- 
operation from his government. Pre- 
mier Hepburn of Ontario, in addition to 
commending the life insurance business 
for its stabilizing force during the de- 
pression, outlined the plans of his gov- 
ernment in the field of public health, 
which include improvement in hospital 
facilities and in control of preventable 
diseases. 


Keen Bidding for 
College Seniors 
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powered, charming personality and in 
some mysterious manner sells some- 
thing he knows practically nothing 
about to a customer he has called on 
“cold turkey” and who has not the 
slightest need for the product or any de- 
sire whatever to buy it. Field work for 
a fire or casualty company is largely a 
selling job and some of the best sales- 
men in this work were men who at the 
start of their careers would have denied 
any aptitude or desire for sales work. 
Aversion to the idea of selling is fre- 
quently based on the fact that the new 
man does not realize that while a good 
personality is important, a thorough 
grounding in insurance knowledge is of 
the utmost importance to his success. 


Types of Men Sought 


Companies vary in the extent to which 
they seek divergent types of men for 
technical as opposed to contact work. 
Some look for the purely sales type of 
man for contact work and the more stu- 
dious sort for the underwriting or engi- 
neering side. Others feel that it is better 
to have the contact man be an experi- 
enced underwriter, on the ground that 
his usefulness and prestige among local 
agents and the public will be sufficiently 
enhanced to justify the greater difficulty 
- obtaining men who can fill this dual 
role: 

The man with a flair for contact work 
who at the same time is of a sufficiently 
studious turn to be capable of meee 
ment as an underwriter is the most diffi- 
cult to find among the graduating 
classes. Not only is it more difficult to 
find a man who will be successful in 
both these fields than in either under- 
writing or sales work alone, but he is 
the type of man whom concerns in 
nearly every line of business are eagerly 
bidding for. 


Pittsburgher Gives Ideas 
as to Business Insurance 
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verts. Witness recent efforts of the 
government to curb the rising tide of 
speculation. 

Life insurance can play a leading role 
in “wealth education,” he said. 


Over Selling Investment Angle 


If life insurance is sold merely by 
showing the possible profits from the 
investment, it is not unnatural that the 
assured should shift his financial pro- 
gram when a friend tells him of several 
thousand dollars he has just made 
through a “flyer” in the stock market. 
The man who is buying his insurance 
according to a definite program to carry 
out a definite financial plan will be far 
less likely to throw his plan overboard 
to see what his neighbor’s stock broker 
can do. 

High grade producers today, accord- 
ing to Mr. Stevenson, are far more in- 
terested in simple program forms that 





will enable a prospect to see at a glance 
what his present insurance will do and 
the additional amount needed to carry 
through his plan. 

The increased confidence in and in- 
creased knowledge about life insurance 
on the part of the public do open up 
financial opportunities today to the man 
who is equipped by knowledge and abil- 
ity to take advantage of these oppor- 
tunities, he said. 

When it is considered that there is 
$104,000,000,000 insurance in force and 
$915,027,049 under settlement options, it 
is obvious, according to Mr. Stevenson, 
that the agents have done a great work 
in creating and conserving estates. He 
said he is not minimizing the importance 
of what the agents have accomplished, 
but he was trying to emphasize the im- 
portance of the work that is yet to be 
done in providing wealth education for 
the public. 


Unionization Movement Is 
Becoming Very Confused 
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be impossible for anyone to act as an 
agent unless he belongs to this union. 
He said it is time that the agents got 
control of the situation instead of being 
under the influence of the companies. 
He went on to recite some of the prose- 
lyting material that has been prepared 
by this particular union. 


Taken by Surprise 


No comment was made by any of the 
other agents or by the management and 
the program proceeded. The manage- 
ment was completely taken by surprise. 
The article in the Chicago “Daily News” 
gave some the impression that the man- 
agement itself was in some way spon- 
soring the unionization, This they vigor- 
ously deny. 

Bradon is a colorful figure. He has 
a somewhat nervous manner. He is 
loquacious and fervent. He covers a 
wide range of subject matter in talking. 
He stated that he was in the army 11 
years and for a time did editorial work, 
including the writing of articles eulogiz- 
ing the institution of life insurance. 
This was done, he declared, before he 
found out what was what. In 1928 he 
went to work for the Metropolitan Life 
as an agent in Chicago. He was asked 
when he became “sour” .on the industrial 
business. He denied that he has ever 
been “sour” on it. Rather, he contends, 
he has the constructive purpose of bring- 
ing about improvement in it. 


Hag a Fixation 


He stated he was “amazed” that the 
insurance companies were permitting the 
insurance press to make any mention of 
these unionization movements. Appar- 
ently, he has the fixation that the com- 
panies are enslaving every one that has 
any relation to insurance. 

For the past several years Bradon has 
been writing pamphlets and_ talking 
against industrial insurance. He _ has 
addressed several of the general agencies 
in Chicago, giving the ordinary agents 
ideas on how to go about soliciting in- 
dustrial policyholders to switch to the 
ordinary plan. Some of the general 
agents who had Bradon appear before 
their staffs may now find themselves 
embarrassed with Bradon now seeking 
to enroll those staff members in the 
union. 

The membership fee in the union is 
$3 and monthly dues are $1. Among 
the 11 points in the program are recog- 
nition of United Underwriters as the 
bargaining agency for all agents and a 
minimum of $50 a week for all qualified 
agents. 

The secretary of this particular union 
is Walter Melton who Bradon says is 
an insurance broker located in May- 
wood, Ill. The vice-president is Michael 
J. Griffin, who he says is an agent repre- 
senting the Continental Assurance. 

Bradon says that dissension has al- 
ready arisen among the executive board 
as to the proper course to follow. Some 
want to operate in affiliation with the 
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American Federation of Labor, others 
want to tie up with the C. I. O. and stil] 
others desire to function independently, 


SEEK CINCINNATI CHARTER 


A C. I. O. charter has been applied 
for by the Industrial Insurance Agents 
Union, Cincinnati, the first insurance 
group to receive a charter from the 
A. F. of L. Formed about two months 
ago, the union has been organizing — 
agents of industrial companies in Cin- 
cinnati. Its efforts to date have been 
ineffective. The agitation apparently 
has come largely from persons no long- 
er actively in the business. 


Illinois Code Satisfactory 
to Life People of State 


(CONTINUED FROM PAGE 1) 


active proponents of the code since the 
proposal first was made. C. F. Axel- 
son, special ‘agent Northwestern Mutual, © 
Chicago, president Illinois association at 
the time, called a special meeting of rep- 
resentatives of local associations who 
gathered in Chicago and pledged their | 
support of the code proposal. They 
campaigned for the first draft of the 
code, which failed of passage; for the 
second draft similarly, and with equal 
vigor for the successful draft this year. 


New York Association Curbs 
Power of Past Presidents 
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ing them continued for life on the ex- | 
ecutive committee and to constitute ex- ~ 
clusively the nominating committee is | 
undesirable. 

Mr. Riehle denied insinuations that — 
his opposition was due to political de- 
signs, stating flatly that “if I had any 
I would unhesitatingly say so.” - Mr. 
Riehle was the single dissenting member 
of the constitution and by-laws com- 
mittee of nine who formvlated the basis ~ 
for the new constitution. Benedict Leer- | 
burger, Massachusetts Mutual, also 
spoke spoke in opposition. 

Sponsors of the new constitution, with 
whom are aligned the present and past | 
administrations, contended that the ob- 
jections advanced by Mr. Eubank are 
nullified, as far as the executive commit- 
tee is concerned, by the fact that the new 
constitution provides that the elected 
members shall always be in a ratio of 
two to one as compared with former 
presidents holding office under _ life 
tenure. 

They also asserted that it is desirable © 
to have ex-presidents constitute the 7 
nominating committee since they cannot ~ 
hold office again and hence should have 4 
no ax to grind, also that the choices of 7 
the nominating committee are presented | 
to the membership a month in advance 7 
of the election and that there is then | 
ample opportunity for nominations to be ~ 
made from the floor. It was stated that 7 
as to former presidents wielding an un- 
due influence in the executive committee, © 
the past year such executive committee © 
members were outnumbered five or Six — 
to one on the average by elected mem- 
bers. 


Oklahoma Commissioner Issue 


OKLAHOMA CITY, June 10—In~ 
the Democratic primaries next year In- = 
surance Commissioner Jess G. Read, 
who is secretary of the National Asso- 7 
ciation of Insurance Commissioners, will 
have an opponent in the way of S. W. % 
Philpett, secretary of the state insuf- |) 
ance board. The two men are divided 
by a wide chasm. Secretary Philpott” 
was publicized during the legislative | 
session when a special committee in 4 
minority report after a long investiga- | 
tion recommended him and a majority 
report censured his official action. How- ” 
ever, Governor Marland after reading 
the report reappointed Mr. Philpott te 
office. The commissioner is elected; the 
other two on the board appointed. 





